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What Makes An Agency TOPS? 


Each year one New England 
Mutual agency is awarded the 
coveted President's Trophy for 
outstanding accomplishment dur- 
ing the previous 12-month period. 
The agency to be so honored is 
selected by a committee from our 
General Agents’ Association, and 
qualification for the award is 
based on five categories of profi- 
ciency: new business, gain in in- 
surance-in-force, new men ap- 
pointed, production of new men, 


and man-month production of the 


general agency as a whole. 

This year Charlotte, N.C., was 
winner of the Trophy, with a rec- 
ord of better than 100% in all 
five judging classifications. Hon- 
orable Mention Certificates were 
also awarded to the following 
general agents for the outstand- 
ing performances of their agen- 
cies: CLARE E. Weser, Cleveland; 
Avsert W. Moore and Casper 


W. Haines, Philadelphia; Ben- 


jamin W. Davis, Richmond; and 


Davip S. Kamp, San Francisco. 
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President's 
Trophy 
Agency 

for 1950 


Arcuiz B. Carro.t, Jr., 
General Agent 

A. J. Beau 

Gerorce D. Davis 

A. DumMay GorHam 

O. Rep LineBerGER 

B. B. Pryzer, Jr. 

Epmunp G. Simons 

T. Epwarp THORSEN 

J. Barser Tower 

Reto S. Tower 

Avex R. Urquuart 

M. Cavin Ranp, Cashier 
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The NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA 1835 
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BRIGHTER FUTURE FOR HIM—thanks 
to the Equitable Education Fund 
Ed planned for him. 





INDEPENDENCE FOR HIM—because he 
talked to Ed about retirement in- 
come way back in 1926. 


Happy People are his BUSINESS 


Think of all the happiness a good life insurance 
representative like Ed Harkness is responsible for 
during his lifetime! 


Happiness that shows in eager smiles of youth! 
In placid smiles of age. Smiles that speak of peace 
of mind—freedom from worry. 


They’re the smiles of people who are living more 
contented and more successful lives because of 
life insurance Ed sold to them—or to their hus- 
bands or fathers. 


You can see the reflection of all these smiles on 
Ed’s own face. After all, where can a man find 
deeper sources of personal happiness than in con- 
tributing to the happiness of others and thus mak- 
ing his home town a better place to live in. It’s one 
of the many reasons why Ed has never regretted 
the day he became a representative of The Equi- 
table Life Assurance Society. 





THE EQUITABLE 


SECURITY for her children—because Ed LIFE ASSURANCE 


showed her late husband how to get the LTE NSS 
most protection from life insurance hese 7 
dollars. S © Cc i ETY 
LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files OF THE UNITED STATES 
of the Federal Bureau of Investigation...another public-service contribution sponsored 
in his community by The Equitable Society Representative. 

EVERY FRIDAY NIGHT » ABC NETWORK 


One of a series of advertisements illustrating how a representative of The Equitable 
Life Assurance Society serves his community by selling life insurance. 


THOMAS 1. PARKINSON, President 
393 Seventh Avenue, New York I, N.Y. 
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D. C. Davis President Reargue Travelers Health Federal Reserve 
Case Before High Court 


By HENRY HALLAM 


of National of Vt.; 
Hopkins Chairman 


New Chief Executive 
Has Had Distinguished 
Legal Career 


MONTPELIER — Deane C. Davis, 


vice-president and general counsel of 


National Life of 
Vermont. since 
1940, has been elec- 
ted president, suc- 
ceeding Ernest M. 
Hopkins, who be- 
comes chairman. 
Fred A. Howland, 
who has been with 
the company for 47 
years and was pres- 
ident from 1915 to 
1937, retired from 
the board. 

L. Douglas Mere- 
dith, who continues 
as executive vice- 
president and chairman of the finance 
committee, was elected a director, suc- 
ceeding Elbert S. Brigham, a director 
since 1924 and president from 1937 to 


D. C. Davis 


1948. F 
Mr. Hopkins, who is 72, wished to 
relinquish the active direction of the 


company. Mr. Davis, who will be 50 in 
November, has made an _ outstanding 
record. He is a former member of the 
board of governors of the American Bar 
Assn. and for two years has been its 
Vermont delegate. He is the author of 
a recently published book, “Life Insur- 
ance and Business Purchase Agree- 
ments.” 


Is Native Vermonter 


Mr. Davis was born in East Barre, 
Vt. He graduated from Boston Univer- 
sity law school in 1922 and took up law 
practice in Barre. He has often been 
introduced as “a Boston bootblack who 
became a Vermont judge.” This is an 
allusion to the fact that when he was in 
law school he and another Vermont stu- 
dent had an eight-chair shoe-shining 
stand that enabled the young proprietors 
to pay their college expenses. 

In Barre he was alderman for two 
years, grand juror for four years, city 
attorney for five years and state’s at- 
torney for the county for two years. He 
was a school commissioner for seven 
years. When he was 30 he was ap- 
pointed judge of the Vermont superior 
court. In 1936, however, he returned 
to private practice because he felt that 
being a judge was too confining at his 
comparatively young age. 

Active in) many local and state or- 
ganizations, Mr. Davis became widely 
known as an able and forceful speaker. 
He is past president of the Vermont 
Bar Assn. and the Vermont Chamber 
of Commerce; a trustee of the Vermont 
state library, the Aldrich public library 


‘in Barre, of Norwich University and 


Vermont Junior College. He is a direc- 
tor of the Rock of Ages, Inc., the Union 
Mutual Fire and the Connecticut & 
Passumpsic River Railroad. He is chair- 
man of the Vermont board of bar ex- 
aminers. His hobby is horsemanship. 
When Dr. Ernest M. Hopkins, presi- 
dent emeritus of Dartmouth, was elected 
President of National Life in 1948, it 
(CONTINUED ON PAGE 28) 


WASHINGTON—With a full bench, 
the Supreme Court Monday heard re- 
argument for an hour or more of No. 
76, Travelers Health vs. State of Vir- 
ginia. Justice Douglas, who had been 
absent at the first argument, was about 
the only member of the court who was 
not noticed asking questions Most of 
the time-was occupied answering ques- 
tions from other members. 

Moses G. Hubbard, general counsel 
of International Federation of Commer- 
cial Travelers Insurance Organizations, 


appeared for the company; Virginia’s 
assistant attorney general, Walter M. 


Rogers, for the state. The former in- 
dicated at the outset he would argue 
the whole case or any particular points 


in which the court was interested. 
Chief Justice Vinson replied if the 
court had questions they would be 


asked. They were. 

Mr. Hubbard contended the Virginia 
supreme court’s decision could not be 
sustained unless certain other decisions 
were overruled. Mr. Hubbard said it 
is not charged Travelers Health is do- 
ing business in Virginia. Travelers 
Health has been for 45 years transacting 
business solely in Nebraska, and there 
is no criticism in the record of its doing 
business. The company wrote to an in- 
dividual in Virginia inviting him to 
become a member, and the matter was 
turned over to the authorities there. 
800 Members in Virginia 

Justice Clark brought out Travelers 
Health has 800 members in Virginia, 
and asked how it investigates losses in 
that state. Mr. Hubbard replied it does 
not, but retains an independent con- 
tractor to investigate, but in 90% of 
cases it takes the word of the policy- 
holder. 

Justice Burton suggested that a claim- 
ant in Virginia gets paid there by cash- 
ing his check. Mr. Hubbard insisted, 
however, a Virginia claim is not paid 
until after the check gets back to the 
Nebraska bank. 

Justice Clark made the point that a 
doctor may be engaged in Virginia to 
investigate. Mr. Hubbard declared 
Travelers Health “has never operated 
in Virginia” and “Virginia has no right 
to tell us in Nebraska” what the com- 
pany shall do in Nebraska. If Virginia 
does so, it infringes the sovereignty of 
another state. The company can be 
sued in Nebraska. 

Mr. Hubbard suggested that if there 
is violation in interstate commerce, the 
Postoffice Department has jurisdiction 
over mail cases, the Department of 
Justice over anti-trust, and under public 
law 15, the federal ‘trade commission 
can interfere in the case of states that 
do not properly regulate insurance. 
Justice Burton then suggested that 
“protection” would have to be federal. 
“What is Virginia doing now?” he 
asked. 

“Nothing,” Mr. Hubbard answered. 
“We have a supersedeas bond and are 
doing business in the usual way.” 


Right Is Violated 


Justice Minton suggested Travelers 
Health is not being “hurt” by Vir- 
ginia. But Mr. Hubbard replied: “We 
are hurt by a threat. Our right has 
been violated.” 

“You have the right of appeal over 
their order,” suggested Justice Reed. 

Mr. Hubbard said Travelers Health 
could be brought into Virginia by extra- 
dition proceedings. 


Justice Minton remarked that in ex- 


tradition “you will have your day in 
court.” f 
Mr. Hubbard detailed the penalties 


under the Virginia law and said: “If 
you are threatened with arrest because 
of your activity, your right as a citizen 
is interfered with.’ 

During Mr. Hubbard’s argument the 
case was compared with a sale by 
Sears, Roebuck. 


Right to Change Mind 


Justice Vinson brought out Travelers 
Health’s new members have opportunity 
to “change their minds” about joining 
within a 10 day period. They are in- 
sured during that period, Mr. Hubbard 
said. Also during that period they have 
voting power. 

Mr. Hubbard concluded with a state- 
ment that under the Virginia proceeding 
that state’s sovereignty would be ex- 
panded into Nebraska and that if one 
state can do that, all can, “and you will 
have state anarchy instead of state sov- 
ereignty.” 

Rogers had even more interruptions 
than Mr. Hubbard. Justice Frankfurter 
wanted to know whether the facts in 
Travelers Health case are identical with 
those in a Minnesota-Montana case. 
Mr. Rogers indicated they were substan- 
tially so. 

He argued Virginia has the right to 
regulate ‘the sale of securities under the 
Blue Sky law and insurance is classified 
as a security under this law. Justice 
Frankfurter remarked that the states 
always regulate for the public good. He 
brought out from Mr. Rogers that Vir- 
ginia conceivably might prohibit ship- 
ment of poisons into its borders. Jus- 
tice Frankfurter raised the question 
whether insurance should be considered 
in the same class. 

“What did you say they mustn’t do?” 
asked Justice Jackson. 

The mailing of letters into Virginia is 
involved, Mr. Rogers said. Justice Jack- 
son brought out Travelers Health might 
advertise in the newspapers and by 
radio in the state, as Mr. Rogers said. 
The latter admitted the Virginia regu- 
lation would prohibit mail order busi- 
ness. 

“Insurance is not poison,” suggested 
Justice Frankfurter, and wanted to know 
how Virginia separates the “sheep from 
the goats.” 

“You have more control over Ne- 
Draska people in Virginia than you have 

(CONTINUED ON PAGE 27) 


Annual Ranking Table 
by in-Force in This Issue 


The annual ranking of life com- 
panies by insurance in force ap- 
pears on page 4 of this week’s 
issue, This year the table con- 
tains not only the current ranking 
and that of a year ago, but also 
the ranking of 10 years ago, per- 
mitting a longer-term comparison 
of company rankings. 

Reprints may be obtained from 
any office of the National Under- 
writer Co. Quantity prices are: 
50, 6 cents each; 100, 5 cents; 250, 
au, cents; 500, 3% cents; 1000, Wi, 
cents; 2,500, ay, cents; 5,000, 244 
cents; 10,000, 2 cents. For an ex- 
tra charge the company’s imprint 
will be shown and its listing in- 
dicated in red. 








Head Urges Equity 
Road for Insurers 


Warns of Danger to 
Economy from Too Much 
Debt Investment 


Chairman Thomas B. McCabe of the 
federal reserve system favors a “most 
serious study” to explore the opportuni- 
ties in cooperation with the proper state 
authorities for life companies to invest 
in common stocks. 

Speaking at a dinner meeting in Bos- 
ton sponsored by 10 Massachusetts life 
companies and the graduate school of 
business at Harvard, Mr. McCabe said 
it would be a grave mistake to limit the 
problem merely to one of whether the 
life companies are to be permitted to 
buy a diversified list of “blue-chip” com- 
mon stocks. 

The gathering was part of a two-day 
seminar to explore the problems and op- 
portunities of the next decade. Paul F. 
Clark, president of John Hancock, and 
George Willard Smith, president of New 
England Mutual, were joint hosts. 

McCabe expressed the opinion that 
“there is a shortage of equity capital at 
a reasonable cost” and he based this 
judgment primarily on his conclusion 
that the business man who wants to ob- 
tain such funds in the market finds it 
very costly to do so. 


Concerned over Long-Run Factors 


Some aspects of the high cost of 
equity capital are possibly transitory, 
he felt, but “my studies of the subject 
have convinced me that there are stub- 
born, structural factors in the situation 
which must be dealt with over the 
longer run. These may involve special 
institutional adaptation as well as modi- 
fications in the security laws and in the 
tax structure.” 

Mr. McCabe said he was “profoundly 
disturbed” by the long-run implications 
of a situation in which equity financing 
is too dependent on retained earnings. 
This, he asserted, raises not only the 
question of a fair deal for stockholders 
and of the tax return to the government, 
but also it has disturbing implications 
“with respect to the maintenance of com- 
petition in our economy.” 

Looking at the question in broad per- 
spective, Mr. McCabe warned that the 
American economy is unlikely to main- 
tain its long-run stability and balance, 
‘Sf a disproportionately large volume of 
our savings is earmarked for fixed inter- 
est investment in the form of bonds and 
mortgages compared with the additions 
to the supply of such investments.” 

“T am not certain,” he continued, “that 
the large volume of insurance company 
investments channelled by custom and 
law into bonds and mortgages, has not 
also contributed materially to current 
disparities between the cost of debt and 
equity financing.” 


Asks That Studies Be Made 


Pleading that studies be made “to de- 
termine what the true facts of the situa- 
tion are,” Mr. McCabe said, “the whole 
field of productive investment open in 
our economy should be examined, not 
merely the field of common stocks, to 
see where life insurance funds may be 

(CONTINUED ON PAGE 27) 
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W. RANKIN FUREY ADDRESSES N. Y. MANAGERS 





April 21, 1959 





Says Defining Problem Is Necessary 
for Real Solution of Cost Situation 


By KENNETH O. FORCE 


NEW YORK-—Solving the problems 
of agency costs requires more study 
than has yet been made in order to ar- 
rive at workable standards and methods, 
W. Rankin Furey, vice-president and 
agency manager of Berkshire Life, told 
a round table of the Life Managers 
Assn. of New York City. This was the 
last in the series of forums on agency 
management problems which the asso- 
ciation has conducted this season and 
handled by Lambert M. Huppeler, New 
England Mutual, who has been modera- 
tor throughout. Mr. Huppeler is chair- 
man of the planning committee of the 


association. Louis Sechtman, Aetna 
Life, is president. 
At the association dinner April 26 


at Sherry’s, Charles W. Campbell, Pru- 
dential manager at Newark, will close 
out round table subject matter in a 
talk on the supervisor and his agency. 
Wheeler King, New England Mutual, 
is in charge of the dinner, and super- 
visors will be guests. 


Three Parts to Problem 


To Mr. Furey the agency cost prob- 
lem divides itself into three areas: What 
are the limits of agency cost; how do 
companies grant money to the general 
agent as salary, expenses, or both; and 
what are the costs and their trends and 
what can companies and general agents 
do about them? 

First of all, he said, those companies 
operating under section 213 of the New 
York insurance law function in the tight- 
est system of any business. The ceiling 
established by that legislation may irri- 
tate general agents and managers, in 
some respects it does need modifica- 
tion to bring it into accord with pres- 
ent day conditions—and some modifica- 
tion is being projected—but nevertheless 
it is one of the greatest things that ever 
happened to life insurance. Because of 
it the business cannot do the things that 
other businesses can do. It results in a 
lesser mark-up than is true of any other 
business. The record of life insurance 
under it is unexcelled, and he suggested 
general agents and managers get com- 
fortable and be proud of the system that 
has so developed because it is the thing 
that keeps life insurance in the hands 
of private enterprise. 


No Standard of Allowance 


Starting with his second problem, Mr. 
Furey pointed out there is no standard 
method of compensation or expense al- 
lowance in life insurance. Few in the 
business know what they should be 
spending. Further study is needed to 
determine a standard, and this is being 
done. Because of the wide variety of 
arrangements between general agents 
and managers and their companies, it 
is an oversimplification to state that 
the problem can be separated as to man- 
agerial and general agency companies. 
One company, for example, may have 
a limit of 244% which is pays to man- 
agers for collection of renewal pre- 
miums, but obviously if the renewal ac- 
count is $3 million, the company is 
not going to pay a manager $75,000 for 
his service. It is necessary to hold the 
cost as low as possible, for the public 
and to meet competition. Some of it 
goes to dividends to bring the net 
cost in line and some of it is used for 
expenses, especially those of putting 
on new business, which are the hardest | 
to find. 

One step in solving the expense prob- 
lem is to separate that portion of agency 
cost the general agent takes home and 
that which he must or can spend in his 
business. Even this separation is un- 





usual. He also sees a trend away from 
vesting in favor of good retirement 
plans. The weakness of the vested in- 
terest is that the amount decreases as 
it is paid out and those for whose inter- 
est the vesting was done get a dimin- 
ishing income. The theory of the vested 
interest was to protect the general 
agent’s investment of his own money 
in the business, but today companies 
generally subsidize the cost of general 
agency launching and provide security 
and guarantees. 


Exclude Financing Losses 


Most companies today provide an ex- 
pense allowance which covers only part 
of total expense, then pay the general 
agent. From the latter he has to make 
up a part of expense. Mr. Furey thinks 
not many companies supply enough fi- 
nancial management to keep the general 
agent happy. He is a sales, not an of- 
fice, manager. 

In determining the limit of agency 
costs, Mr. Furey said, losses on agent 
financing should be eliminated at the 
start. That justifies separate considera- 
tion. 

Inadequate study of what constitutes 
basic expense has left general agents 
and managers somewhat confused. To 
begin with, the agency should have its 
entire expense divided between first 
year business and renewals. Otherwise 
the problem cannot be tackled properly. 
He cited the example of an agency 


that has $1,500,000 in premiums with 
11,000 collection units; another agency 
has the same amount of premiums but 
27,000 collection items. The difference 
in cost is obvious. 

The general agent has to know the 
amount of renewal detail and the cost 
thereof in order to do a good job. In 
New York City collection of renewal 
premiums costs approximately 2% down 
to .8 of 1%. If the cost of collecting re- 
newals is known, there can be logical 
provision for meeting the expense. If 
costs are cut too fine, agents object be- 
cause of decreased service and increased 
lapses. 


How to Determine Agency Costs 


Determination of agency costs re- 
quires actual counting and computing in 
the particular agency; for example, the 
amount of time a clerk spends on re- 
newal as against new business; the per- 
centage of the phone bill properly allo- 
cated to one or the other; ditto with 
postage, etc. Eventually the agency can 
arrive at a formula that is fairly ac- 
curate, 

The second step is agreement on 
items of fixed overhead, rent, clerical 
salaries and supervisory salaries, postage, 
light, etc., etc., etc. About 80 to 95% 
of expense money goes for these items. 
Surprisingly enough, it is on 20% or less 
of expenses that the most arguments 
occur. 

As rent, always important because of 
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MayWe Boast—Just a Little? 


We agree with those who hold that it is in bad taste to boast 
—hbut we reserve the privilege of paying well-deserved honor 
and tribute when it has been earned. We now wish to pay 
such honor and tribute to our field forces who did such a 
magnificent job in our most recent production campaign. 
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Commentary 


Our traditional “March For Boyd” sales campaign, held 
annually during March in honor of our Company’s President, 
this year set an all-time high production record. The greatest 
volume of new business ever produced in any one month in 
the Company’s history was produced in March, 1950. 


This record bespeaks a lot of hard work, planning, and sell- 
ing on the part of every one associated with Commonwealth. 
But more than anything else, the $13,972,715 of paid-for- 
business in the month of March reaffirms what we already 
know — that Commonwealth has one of the finest groups of 
career life underwriters in the business. 


Insurance in Force February 1, 1950—$434,524,178 
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its size, goes up the less the general 
agent has to spend on new _ business, 
There is no indication that extra faney 
location or layout results in additional 
business, compared with simpler offices 
located perhaps two or three blocks 
away. 

If the quarters are comfortable, cop. 
veniently located, and adequate, the 
important thing is that they be laid out 
for maximum efficiency. How much 
business must the agency get from an 
agent to pay for a private office? Per. 
haps agencies are losing money in this 
connection. 

On clerical salaries, it is necessary to 
pay the going wage in the locality. Hoyw- 
ever, there are certain attractive fea- 
tures about agency work which should 
mean some saving in this respect— 
safety, security, length of employment 
and interesting, varied and challenging 
type of work. For the best results at 
the lowest cost agencies have found it 
wise to separate the staff for renewal 
and policyholder service. 


Plan for Big Pa. 
Insurance Days Rally 


PHILADELPHIA The opening 
session of the 1950 Pennsylvania Insur- 
ance Days convention, scheduled for 
the William Penn Hotel, Pittsburgh, 
May 4-5, will be a luncheon gathering 
at which James F. Malone, Jr., former 
state insurance commissioner, will act as 
toastmaster and introduce as_ speakers 
Robert E. Dineen, New York superin- 
tendent, and Eugene M. Thore, gen- 
eral counsel of Life Assn. of America. 

In the afternoon the annual meeting 


of Insurance Federation of Pennsyl- 
vania. will be held. The banquet will 
follow. 


Admiral Louis Denfield, former chief 
of U: S. naval operations, will be the 
banquet speaker. John A. Mayer, presi- 
dent of Reliance Life, will act as toast- 
master. 

Throughout the second day, educa- 
tional forums will be held on various 
lines of underwri! ng, 

At the luncheon on Friday William 
E. Livengood, Pennsylvania secretary 
of internal affairs, will speak. William 
Rattelman, vice-president of National 
Union Fire, will introduce him. 

The jamboree that evening will close 
the convention. Insurance Club of Pitts- 
burgh will sponsor this event, which will 
be highlighted by several wrestling 
bouts. 

William M. Guthrie, comptroller of 
Reliance Life, and Robert F. Miller, 
vice-president of National Union Fire, 
are co-chairmen of the convention. 
Homer W. Teamer, secretary-managef 
of Insurance Federation of Pennsyl- 
vania, is general secretary. 

Nine state associations and _ seven 
local associations will participate in the 
program and will help conduct activi- 
ties. 


Williams Speaks at Dallas 


John P. Williams, director of educa- 


tion of American Society of C.L.U., and’ 


W. Frank Cooper, Fort Worth, regional 
vice-president of the society, addresse 
the Dallas chapter April 19. Mr. Wil- 
liams explained the plans for local study 
groups of those seeking the C.L.U. des- 
ignation. Mr. Cooper reported on prog- 
ress in the southwest. Kenneth B. Skin- 
ner, assistant agency director of South- 
land Life, presided as head of the chap- 
ter. 


April 21, 
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Viehmann New 
Lone 4 Chairman 
of Commissioners 


Group Takes up 
Many Topics at 
Chicago Gathering 


Frank Viehmann of Indiana was 
elected chairman of zone 4 of National 
Assn. of Insurance Commissoners at the 
close of a day and a half meeting at the 
Edgewater Beach hotel, Chicago. The 
next meeting, it was decided, will be 
held at Indianapolis late in September. 
Armand Harris of Minnesota is the out- 
going chairman. 

This was the first meeting at which 


Hugh Tollack operated as the new as- 
sistant secretary of N.A.I.C. He will es- 





Hugh Tollack 


Armand Harris 


tablish his headquarters at Chicago 
May 1. 

The main social event was the cock- 
tail party and banquet at which the Chi- 
cago insurance fraternity was host, in 
charge of Neil Russell of Chicago Mo- 
tor Club. Chase Smith, general counsel 
of the Kemper companies, was the fea- 
tured speaker and he conducted a one- 
man gridiron style show that had the 
audience in stitches. Then by popular 
request, Henry Moser, general counsel 


of Allstate, gave some of his famed 
Uncle Rabinowitz stories. 
Two Important Steps 

David Forbes of Michigan, president 


of N.A.L.C., in his talk said that two 
steps had been taken recently that 
strongly reinforced the structure of state 
supervision. One is the establishment of 
areal central office at Chicago that will 
serve as a clearing house for the 48 
state insurance departments. He praised 
Mr. Tollack, citing his experience in su- 
pervisory and rating work with the Min- 
nesota department and the fact that he 
has a background that would cause him 
to be impartial, as he has worked for 
both stock and mutual casualty compa- 
nies, 

The second important step was the 
united front offered by N.A.I.C. in the 
FTC hearing on auto finance packing 
in Opposition to the proposed rule that 
would have given FTC direct supervi- 
sion Over insurance companies in con- 
nection with auto finance matters. Mr. 
Forbes was able to announce that FTC 
in the latest version of its rules had re- 
moved reference to insurance companies. 

The first morning proceedings were 
on a three-ring basis. In one session 
were the chief examiners, actuaries and 
deputies taking up an assortment of 
matters, and elsewhere there was a gath- 
ering of rating deputies dealing with 
casualty matters, and another gathering 
of rating deputies considering fire insur- 
ance questions. 

The commissioners were in executive 
session that afternoon taking up, it is 
understood, matters concerning the cen- 
tral office and other questions, and the 
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KAVAN AUGH TRIUMPHS 


Wins Fight to Bar 
Unlicensed Insurers 
from Air Bases 


As the result of several years of per- 
sistent effort by Commissioner Kava- 
naugh of Colorado, life companies not 
licensed in the state will no longer be 
permitted to sell policies at air force 
bases located in Colorado. Orders have 
come through from W. ashington uphold- 
ing Mr. Kavanaugh’s position. 

Secretary Symington of the air forces 
has stated that part of Lowry air base 
land is under state jurisdiction and ac- 
cording to state laws, solicitation there 
must be in accordance with state laws. 
Symington also said that his department 
is now studying the entire problem to 
develop means by which air force per- 
sonnel may be afforded the maximum 
of protection of commercial life insur- 
ance. 


What Revised Rules Provide 


The revised rules provide that all in- 
surance agents must get authorization 
irom wing personnel officers. Not more 
than two agents in any one company 
will be permitted to operate on the base 
at the same time. Air force rules in ef- 
fect gener rally provide that a company 
which is licensed in any state may so- 
licit insurance on an air base post any- 
where in the United States regardless 
of local state laws. Its reason up to now 
has been that “discrimination would be 
in evidence if any restriction was placed 
in effect preventing a company licensed 





in one state from writing in all other 
states.” 
Mr. Kavanaugh has charged that 


Lowry base air men have been victim- 
ized by fly-by-night insurance agents 
who were not required to comply with 
Colorado laws. 


March Sales Set 
All-Time Record 


March 
million 
month, 


set an all-time 
more than in 
according 


in 
$78 


Life sales 
record, with 
the previous record 
to L.I.A.M.A. Total sales in March 
were $2,413,000,000, up 8%. Sales of 
ordinary in March were $1,489,000,000, 
up 10%. Industrial was $490 million, 
up 13%. Group was $434 million, down 
1%. 
In the first quarter total life sales 
were $6,493,000,000, up 13%. Ordinary 
was $3,836,000,000, up 5%. Industrial 
was $1,325,000,000, up 14%, and group 
Was $1,332,000,000, up 41%. 


Canada Shows Gains in 
All but Policy Volume 


OTTAW A—Life insurance sold in 
Canada during 1949 showed substantial 
gains over 1948, the previous record 
vear. The net amount of new policies 
effected in 1949 was $1,636,375,244, brok- 
en down as follows: Ordinary, $1,292,- 


103,749; industrial, $152,407,708, and 
group, $191,563,787. In the previous 
year the net amount of new_ policies 


totaled $1,504,131,707. 

There were fewer new policies writ- 
ten in 1949 than in 1948, the totals being 
689,533 against 711,289. The number of 
ordinary contracts declined from 420,- 
799 to 407,169. 

The total net premium income for the 
year showed an increase to $349,838,- 
831. Annuity premiums were $52,653,- 
397 as compared to $46,393,097 in 1948. 


Mayer Twin Cities Speaker 

Walter C. Mayer of Milwaukee, di- 
rector of the midwestern district of 
American Society of C.L.U., addressed 
a joint meeting of the St. Paul and 
Minneapolis chapters. 
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the putt should 


as all the other details. 





Golfers are of divided opinions as to which part of 
the game is most important. 
postmortems have to do with case histories of their putts. 


The putt is the little brother of the big swing — the 
drive. 
When a golfer makes a putt he is fussy about the 


small details. He becomes tense, kneels for close obser- 
vation, goes into deep study, is careful about his stance, 
dries the palms of his hands, and makes a great to-do 
about the little push. But for all the fuss about it, the 
putt is not the most important part of the game. The 
golfer who keeps his score good is the golfer who gives 
detailed attention to every part of the game. 


So many underwriters play golf that the lesson of 
sasily translate into the importance of 
all the little maneuvers in the course of a sales talk. 
One thinks the pre-approach is all-important; 
thinks the approach; still another thinks the close. 
underwriter who is a winner is the one who never for- 
gets that every part of the sale is quite as important 
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Senate Passes 
Finance Committee 
Version of Tax Bill 


Levy on Companies Would 

Not Be Retroactive; 

Goes to Conference Group 

W ASHINGTON—The 
to tax life insurance company 


vestment income on an 
as amended 


Doughton bill 
net in- 
valua- 
Senate 
the 


average 
the 


was passed 


tion basis, by 
finance 
Senate, virtually by unanimous consent. 
Chairman George of the finance com- 
mittee explained the urgency of the 
measure. 

It has been estimated 
vield $112 million revenue for the years 
1949-50. However, Senator said 
“there would be very little tax for 1949, 
probably none...” He added he thought 
“there is no objection on the part of 
any insurance company to this particu- 
lar measure,” although he admitted 
some had objected to making the tax 
retroactive for 1948 and 1947. George 
suggested that “during the current year, 
and before the expiration of the first 
session of the next Congress the whole 
formula may be restudied.” 


committee, by 


the bill would 


George 


Statement Put into Record 


George indicated if that the tax had 
been made restroactive to the earlier 
years, “the courts would strike it down.” 
He said Senator Millikin was strongly 
opposed to such retroactivity, but that 
the commitee was unanimously for the 
bill as amended. 

George put into the Congressional 
Record a statement in which he reviewed 
briefly the history of life company taxa- 
tion, negotiations between the Treasury 
and industry representatives, etc., and 
quoted from the report of his committee 
on the bill and from Treasury statistics 
on income, 

The bill has gone to a joint conference 
committee for adjustments of differences 
in the bill as passed by the two houses. 
Principal difference is over Senate 
elimination of the tax for 1947 and 1948 
and extension of the plan to 1950. 


Senate conferees “: George, Con- 
nally, Byrd, Millikin, Taft. 

In asking for conference the Senate 
insisted upon its amendments to the 
bill. 

House conferees are Lynch, New 
York; Gregory, Kentucky; Camp, 
Georgia; Forand, Rhode Island, Demo- 
crats; Reed, New York; Simpson, Penn- 


sylvania; Kean, New Jersey, Republi- 
cans. 
Most of 
Lynch ways 
which modified 


Doughton bill. 


members of the 
subcommittee 
the | 


them were 
and means 
and recommended 


Employe Premiums for 
N. Y. TDB Cover Not 
Income Tax Deduction 


The Internal Revenue bureau has is- 
sued a ruling that the portion of the 
premium paid by the employe for cov- 
erage under the New York temporary 
disability benefits law is not deductible 
in computing net income for federal 
income tax purposes by such employes. 
They do not constitute ordinary and 
business expenses within the meaning 
of the internal revenue code nor taxes 
within the meaning of such code. Hence 
the amount deducted by the employer 
from the wages of employes pursuant 
to the New York law is not deductible. 
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16,485,281 
12,967,055 


09,418,505 
08,774,611 


06,585,726 
02,228,018 
01,066,748 
00,794,290 
96,226,585 
91,597,826 
83,637,020 
79,912,555 
76,029,850 
54,297,475 
51,334,781 
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56,218,135 
5,203,398 
4,601,523 
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PHOENIX MUTUAL MEN ARE 


LARLEN-HAINLL 


Years of experience are back of the continuous course of training which 
Phoenix Mutual offers to its carefully selected career men. 





1. PRELIMINARY BASIC AND FIELD TRAINING 


The new salesman is thoroughly grounded in the fundamentals 
of life insurance and life insurance selling by experienced men 
who are competent to train others. Guidance in the field by 
salaried managers and supervisors for a full two-year period. 








2. PROGRESSIVE FIELD INTERMEDIATE TRAINING 


An organized study course employing conference and clinic 
methods — including group demonstration, observation and 
correction. This intensive training in office and field is designed 
to broaden technical knowledge and improve sales ability. 











3. ADVANCED TRAINING 


A carefully planned program of training in specialized subjects 
for the man who desires to raise himself to the professional 
level. Designed to develop skill in estate planning and the sale 
of business insurance. Encouragement offered for attainment of 
Chartered Life Underwriter designation through organized study 
courses and company financial assistance. 





From initial training to advanced stages, the Phoenix Mutual man is given 
experienced guidance that insures his continuous progress in life insurance 
knowledge and skills. He is confident he can look forward to career training 
that will lead to professional accomplishment. 








To secure maximum benefits from its own training program, Phoenix 
Mutual prefers that additions to its sales force have no previous life 
insurance experience — and pursues a firm policy of making all man- 
agement appointments from within the company’s organization. 











THE PHOENIX MUTUAL LIFE 


INSURANCE COMPANY oe _-— HARTFORD, CONNECTICUT 
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i. a 
“Relax, Doc! It’s just a gallon of cider I bought while I was out 
in the country!” 





Bankerslifemen Are Known For 
Doing Things in a Big Way 


The reputation Bankerslifemen have earned for doing things 
in a big way probably accounts for the horrified look on the 


face of the doctor in the picture above. 


Seriously, Bankerslifemen are taught, right from the day they 
first enter an agency, how to work toward big objectives. The 
Bankers Life plan of training and supervision then actively aids 
their development into high quality, professional life under- 


writers. 


Doing things in a big way is just one of the qualities that 
makes the typical Bankerslifeman the kind of life underwriter 


you like to know as a friend, fellow worker or competitor. 


Bankers 1izfe CoMPANY 


DES /Y MOINES 








Looking for 


AN OPPORTUNITY 


to grow with one of the fastest-growing life insurance com- 
panies in the U. S.? We're interested in you—if you can 
grow with us by organizing and developing your own General 
Agency. 

Reserve Life, the Company building for the Agency, issues 
all standard policy forms, plus special forms such as Retire- 
ment Income, Juvenile Education, Mortgage Redemption, 
Menthly Income Disability, ete. Complete tested mailings to 
help you build your business. 

If youre looking for a Company that believes the success of 


the Company depends on the success of the Agency, write to 
S. J. Gilbert, Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 











Bankers National Expandi g 
Operations in Puerto Rico 
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3ankers National Life is expanding 
its business in Puerto Rico and has in- 
stituted a sales and training program to 
increase production there. It is adapt- 
ing the marketing methods it uses 
throughout its general agency system 
in this country to its operations there. 

Alvaro R. Calderon, a former banker 
who entered the insurance business 15 
years ago and who is now executive 
vice-president and general manager of 
Anglo Porto Rican Insurance Agencies, 
Inc., and vice-president of the Porto 
Rican & American Insurance Co., San 
Juan, was selected by William J. Sieger, 
vice-president and _ superintendent of 
agencies, as general agent. Mr. Cal- 
deron recently visited the home office 
at Montclair, N. J. 

Bankers National has been licensed 
in Puerto Rico since 1932. It pioneered 
the writing of life insurance at northern 
standard rates and its experience has 
been entirely satisfactory. The late 
Mariano R. Pesquera, who preceded Mr. 
Calderon as general agent, was an ex- 
cellent personal producer. With about 
$4 million in force there, Bankers Na- 
tional is in the process of building a 
trained agency plant. 


Sound Development Planned 


The decision to expand operations in 
Puerto Rico was induced by the island’s 
great economic expansion in the last 
few years. Mr. Calderon’s life insurance 
operations will be expanded gradually 
along sound lines. Richard J. O’Brien, 
assistant superintendent of agncies, spent 
several weeks in Puerto Rico recently 
arranging a program of agent training. 
He introduced the company’s “Buyer’s 
Guide” programming service to the 
agents and the public. 

Mr. Calderén says that advanced in- 
surance service methods used here can 
be applied on the island. For example, 
he hopes to expand business insurance 


L. W. Brown Heads 


Arkansas Assn. 


LITTLE ROCK—Lynn W. Brown, 
agent in Blytheville for Metropolitan 
Life, was elected president of the 
Arkansas Life Underwriters Assn. at a 
brief business meeting held at a lunch- 
eon during the association’s annual sales 
congress. He succeeds Joe W. Cooper, 
Union Central, Little Rock. 

Other officers are J. Weldon Craw- 
ford, Penn Mutual, Little Rock, who 
was chairman of the sales congress; 
John Prentiss, Life of Georgia, Pine 
Bluff, and W. L. Buffaloe, New York 
Life, Jonesboro. Harold A. Wood, Penn 
Mutual, El Dorado, was reelected na- 
tional committeeman. A special commit- 
tee was named by the board to select 
a secretary-treasurer to succeed C. E. 
Hayes, Union Central Life, Little Rock. 

The all-day session drew a _ record 
attendance of 450. Speakers were Ray 
T. Wright, Provident Mutual, Lawrence, 
Kas., N.A.L.U. trustee; Francis G. Bray, 
general agent New England Mutual, 
Houston; James Otlet, National Life & 
Accident, San Antonio; Walter N. 
Hiller, Penn Mutual, Chicago, and Stan- 
ley E. Martin, general agent State Mu- 
tual Life, Dallas. 


Change N Y. Tax Law 


Gov. Dewey has signed a bill which 
incorporates into the New York state 
tax laws the community property prin- 
ciple and which will reduce taxes by 
29% where there is a surviving spouse. 
The law which becomes effective Oct. 1, 
1950, is intended to dissuade wealthy 
residents from moving to other states 
where estate taxes are lower. There 
has been some concern that the state 
would lose considerable sums in inheri- 


through his general insurance clients jg 
addition to marketing it throughout the 
island. 

Puerto Rico’s principal industries are 


Field 

















sugar, rum, tobacco, and coffee. |p LOS - 
addition there are numerous new indys. and gen¢ 
tries such as pottery, china, textiles, shoe lowa a 
manufacturing, etc. Public utility facif. its 4 JO” 


ties are being developed rapidly. 
Money from the continental United 
States is being channeled into the island 
The government extends liberal tax ad. 
vantages to new industry. Among theg 
is a 12-year exemption on personal 
corporate income taxes for firms t 
move to the island. 
The business techniques and _liyj 
standards of the island are constan 
improving. A contributing factor in 
economic development is the migraty 
of many Puerto Ricans to the U, 
where they remain for several y 
and then return to Puerto Rico and 
apply U. S. business techniques there 
About 2,000 Puerto Rican youngsters 
now attend school in the United States, 


club con 
R. E. 


who pres 
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four times the number a few years ago, R. E. 
Puerto Rico gets considerable winter 
tourist trade. The island is increasing both clu 
its tourist facilities and receives an jn-B (uet, 15. 
creasing number each year. Banker A revi 
National is investing in real estate there — the past 
nsurance Picture at the o} 
Bankers National is one of about 1) Leadir 
life companies doing business on thep cial reco 
island. There are about 20 casualty com-— session __ 
panies and 30 fire companies. There s@ ning. 2. 


one domestic life company which writes 
industrial insurance. The population is 
about two million. 

Mr. Calderon has set a quota of $1 
million of production for 1950 and ex- 
pects to increase his writings as time 
goes on. He intends to write quality 
business. Agents will use the same rate 
book and policies as are used in selling 
in the U. S. 








tance taxes because wealthy residents 
were moving to states that had lower 











taxes. Under the law one-half of an es 
tate is exempt from taxation if it passes VC 
to the surviving spouse and the untaxed _ 
part becomes taxable at the survivors— dent, d 
death. awards i 
tion rati¢ 
Shape Up West Va. Annual F inated in 
The program has been completed for— servation 
the annual meeting of the West Virginia} agents w 
State Assn. of Life Underwriters af business 
Charleston, May 5-6. Among the speak- Mr. F 
ers at the two-day meeting will be honor sc 
Lloyd Feder, Reliance Life manager af agents M 
Cleveland, Winston Emerick, New Eng- club offi 
land Mutual, Johnstown, Pa., N.A.L.U. Spahn, ( 
trustee; Isaac S. Kibrick, New York don, Lo 
Life, Brockton, Mass.; James E. Ruther- F. G. S 
ford, vice-president of Prudential ani} Agency | 
Ralph W. Hoyer, general agent at Cof President 
lumbus, Ohio, for John Hancock. In-§ Vcé-pres: 
surance Commissioner Crichton wil mouth, — 
speak at the opening session and at the .G. W 
banquet. president 
' agent, D. 
Romer in Group Post Gilbert, 
State Mutual Life has appointed Frar- At the 
cis C. Romer as home office group rep-§ Gilbert, | 
resentative at Los as the 1 
Angeles, where he Honor,” 
will work with McCormi 
John A. Patton, Moines, 
group home office of the 1! 
representative in award, tl 
charge. Mr. Romer agents. ] 
holds degrees from corded to 
University of bers of th 
Southern Califor- GM. G 
nia and Gonzaga given sp 
University. He was completec 
for several years weekly pr 
in group sales and had earne 
service work with individual 
John Hancock in F. C. Romer Produc 
Los Angeles, later _f addresses 
being with Group Consultants of Calf Seattle; ( 
fornia. 
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LOS ANGELES—Leading producers 
and general agents of Equitable Life of 
Iowa and home office hosts are attend- 
ing a joint Production and Organization 
club convention here this week. 

R. E. Fuller, agency vice-president, 
who presided at the opening sessions of 


Rk. E. Fuller F. W. Hubbell 


both clubs and at the convention ban- 
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Denny, Kokomo, and Mr. Gilbert. Com- 
pany officers addressing the Production 
Club, in addition ta President Hubbell 
and Mr. Fuller, were P. C. Irwin, ac- 
tuarial vice-president, E. E. Smith, as- 
sistant agency vice-president and Dr. 
R. R. Simmons, medical director. 

The Organization Club meetings fea- 
tured addresses by these general agents: 
R. L. Hoghe, Los Angeles; Newell C. 
Day, Davenport; C. H. Everett, St. 
Louis, and H S. Brownlee, Pittsburgh. 
Company officers on the Organization 
Club program, in addition to those who 
addressed the production club meetings, 
were W. D. MacKinnon, actuary; E. E. 


Cooper, assistant agency vice-president 
and G. L. Hamlin, assistant superintend- 
ent of agencies. 


200 Attend P.R. Forum 


GREENSBORO, N. C.—Nearly 200 
life insurance executives from North 
Carolina and Virginia attended a one- 
day public relations forum here con- 
ducted by speakers from Institute of 
Life Insurance. 

Joseph ‘M. Bryan, 1st vice-president 
Jefferson Standard Life, presided over 
the morning session, and W. Dick Hin- 
ton, president Greensboro Assn. of Life 





Underwriters, presided over the after- 
noon session. 

Speakers included Donald F. Barnes, 
director of extension and development 
for the institute; William C. McKeehan, 
vice-president J. Walter Thompson 
Co., and Holgar J. Johnson, president 
of the institute. 





Continental Life of Washinton, D. C., 
has bought the office building at 15th 
and K Streets there and renamed it Con- 
tinental building. The company has 
headquarters there. The building has 
long housed a number of other insur- 
ance offices. 











quet, is the company officer in charge. 

A review of company progress during 
the past 18 months featured the address 
of F. W. Hubbell, president of Equitable, 
at the opening session. 

Leading producers were accorded spe- 
cial recognition at the Monday business 
session and the banquet Monday eve- 
ning. P. C. Irwin, actuarial vice-presi- 





F. L. MeCormick 


Vv. C. Gilbert 


dent, distributed additional renewal 
awards in recognition of high conserva- 
tion ratios during 1949 on business orig- 
inated in 1948. He also presented con- 
servation awards to the four general 
agents whose 1949 renewals of 1948 new 
business were outstanding. 

Mr. Fuller introduced and presented 
honor scrolls to the agents and general 
agents whose 1949 records made them 
club officers: President’s Club, C. P. 
Spahn, Chicago, president; R. H. Shel- 
don, Los Angeles, vice-president, and 
F. G. Sherer, Indianapolis, secretary; 
Agency Club, W. A. Esry, Kansas City, 
president; A. H. Allison, Philadelphia, 
vice-president, and F S. Jordan, Ports- 
mouth, secretary; Organization Club, 
0. G. Welsh, general agent, Cleveland, 
president, and F. L. McCormick, general 
agent, Des Moines, vice-president. 


Gilbert, McCormick Honored 


At the banquet Wednesday Verne C. 
Gilbert, Portland, Ore., was introduced 
as the 1950 member of the “Hall of 
Honor,” top honor for agents. Frank L. 
McCormick, general agent at Des 
Moines, was presented as the winner 
of the 1950 “Master Agency Builder” 
award, the highest award for general 
agents. Individual recognition was ac- 
corded to a large group of veteran mem- 
bers of the Equiowa One-A-Week Club. 
G. M. Gillette, Williamsport, Pa., was 
given special recognition for having 
completed 1,500 weeks of consecutive 
weekly production. Women agents who 
had earned club membership also were 
individually recognized. 

Production Club meetings there were 
addresses by these agents: J. M. Utter, 
Seattle; C. P. Spahn, Chicago; C. N. 





FRED B. HENRY 


Mr. Henry is our 
District Representative 
in the small northwest 
Georgia city of 
LaFayette. (Population 
3,509 according to 
Rand McNally.) 

He signed his 
Franklin contract on 
December 9, 1947. 
Here is the record 

of his earnings. 

Cash Income 

1948 ....$ 8,764.81 
1949 .... 11,157.53 


Needless to say, Mr. 
Henry is very happy. 
We are very proud 
of him. 








Springfield, Illinois 
Dear O’B: 


In my second Franklin year 
| nearly doubled my highest 
previous income... 


February 10, 1950 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 


Your offer to portray my story of accomplishments 
with the Franklin Life in trade journal advertise- 
ments is truly one of the greatest compliments I have 
ever been paid. There is only one compliment I value 
more highly and that is the $11,157.53 paid me by 
the Franklin for my efforts in 1949, 

Prior to my association with the Franklin Life in 
1948 I had been associated with an industrial insur- 
ance company for 10 years, except for 4 years in the 
service, and later with one of the giant companies. 
In my second year of association with the Frank- 
lin I lacked $270 of doubling the highest income 
received by me in previous years. This accom- 
plishment was attained in the same locality and 
among the same people with whom I had been asso- 
ciated in my previous life insurance experience. The 
only possible explanation is the exclusive and in- 
comparable contracts offered the insurance buying 


public by the Franklin Life. 


It is a privilege to be an associate of a company 
which has been built upon the success and security 


of its agents, 


Yours sincerely, 
Fred B. Henry (Signed) 








Lhe Friendly 
IFIR.A\N TAILICN LIF 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $800,000,000 insurance in force. 





thu reuchor 
lo Windward 


There’ s a pleasant feeling of security 
in “‘an anchor to windward.”’ That's 
particularly true in the feeling of 
safety which life insurance engenders. 
Freedom from fear of leaving the 
family in want plus the knowledge 
of its value in time of need makes life 
insurance a true anchor to windward 
to hold one safe and secure in this 
world of unknown tomorrows. 


General Agency Opportunities 
Brokerage Business Accepted 


t ) 
WWaV LIFE INSURANCE COMPANY 


* PHILADELPHIA 6, Opposite Independence Hall 
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At Dedication of Mutual's New Home Office 


Setting the dedica- R™ 
tion stone at the new % 
Mutual Life home 
office building: Left 
to right, Louis W. 
Dawson, president; 
J. McCall Hughes, 
comptroller; Roger 
Hull, executive vice- 
president; Superin- 
tendent Dineen of 
the New York de- 
partment, and John 
W. Davis, trustee of 
Mutual Life. In ce- 
menting the stone in 
place, Mr. Dawson 
used a silver trowel, 
presented by the 
architects and build- 
ers. Beneath the slab 
were sealed predic- 
tions and other mem- 
orabilia to be open- 
ed in the year 2000. 


NEW YORK—Mutual Life, after op- 
erating out of lower Manhattan since 
1843, will leave the financial district to 
occupy its new 25-story home office 
building in uptown New York, Broad- 
way at 56th street, May 1. Mutual has 
been in its present quarters at 34 Nassau 
street continuously since 18384. 

The building, which was dedicated 
this week, was designed especially for 
use by a modern life company. Mutual 
will do the job of moving during the 
weekend of April 28. At the outset, it 
will occupy the first 13 floors, renting 
the remainder until additional space is 
needed by the company. 

The new building contains 421,000 
square feet of office space, about two- 
thirds of which Mutual Life will use in 
the beginning. The company has _al- 
most 2,000 home office employes. The 
building is fully air-conditioned and 
with its movable, steel partitions, it 
will be the first completely flexible pri- 
vate office building in New York City. 
Entirely different layouts can be made 
over a weekend. 


Elevators Match Traffic Flow 


“Autotronic” elevator operation elimi- 
nates practically all dispatching details 
from the hands of the starter. A turn of 
the dial adjusts the elevator schedule to 
match the traffic flow as it changes, au- 
tomatically taking care of heavier up 
movements in the morning and after 
lunch and heavier down movements at 
the start of lunch and at the end of the 
day. There is a forgotten man pickup 
so that if a down call registered at a 
lower floor is passed up by “full cars and 
remains unanswered, the first available 
empty up car stops, picks up the wait- 
ing passenger and automatically reverses 
itself to become a down elevator. 

There is an automatic fully selective 
vertical conveyor system to speed up 
servicing of policies and distribution of 
inter-office mail. Material presently dis- 
tributed manually will be handled by 
the conveyor. The system has a capac- 
ity of eight trays a minute and each 
tray can carry about 2,000 sheets of 
paper, or 960,000 sheets an hour. 

Another feature is all-flourescent light- 
in. There is a public address system on 
all floors used by Mutual, and there is 
automatic heating equipment for quick 
removal of snow and ice under the 12,000 
square feet of sidewalk around the build- 
ing. 

600 Van Loads of Stuff 

The move to the new quarters will 

take 600 moving van loads, but is ex- 


pected to be done without the loss of a 
single hour of working time. There is 





material from 50 suppliers, 15,000 pieces 
of office furniture and companion equip- 
ment, 750 machines, 3,000 files and 3,50 
cartons and boxes oi miscellaneous 
items. 

To get its home office personnel ac 
quainted with new quarters before the 
move, Mutual Life has been taking en. 
ployes on guided tours, in two group: 
of 50 each per day. In addition the com- 
pany distributed to employes a guid 
booklet called “The Trail Blazer.” This 
was a friendly, informal narrative by 
“Oowah,” the company’s Indian trade. 
mark. Included was a listing of facilitie 
and transportation routes available in 
the new neighborhood. This was par 
of the over-all good-will program the 
company sought to establish in connec: 
tion with the building. It carried o 
quite a campaign with neighbors at the 
new location to explain what Was goin 
on and apologize for some of the nois 
and inconvenience it may have cause 
other residents in that area. 


Can Write Group on 
City Employes in N. Y. 
Governor Dewey of New York ha 
signed a bill permitting life companies 
to issue group to municipal corporations 
covering not less than 1,000 employes 
in an amount which precludes individu 
selection. He vetoed a bill authorizing 
purchase by credit unions of group lie 
on their shareholders up to $1,000 each 


Postpone State Law Survey 


Consideration of the report on survey 
of state laws and regulations by fed- 
eral trade commissioners was _ post 
poned from Monday, owing to absence 
of two out of four commissioners. How: 
ever, such consideration was projected 
for later in the week. 


Great-West Elevates Rollo 


Great-West Life 
has promoted Gor- 
don P. Rollo to su- 
pervisor of field 
training succeeding 
W. Arthur John- 
ston, who has en- 
tered personal pro- 
duction at Winni- 


peg. 
Mr. Rollo went 

to the head office 

as agency assist- 

ant early this year. 

Before that he was 

supervisor at Hali- G. P. Rollo 

fax. 





secretary 
Mr. M 
dent’s ne 
will be | 
treal. 
R, ] 
address, 
look for 
sided, dis 
dividual 
tools and 
fered by 
W. 
manager, 
which no 
case of 


i widow tc 


nance an¢ 


ium provi 
10-year te 


were pres 
Humphrie 
Chattanoo 
phis, four 
ducers. A 
Planning < 
time cont 
outlined tl 
80 valuab] 
W. E. 

Progress” 
visor of 

dates and 
home offic 
in Chattan 














‘il 21, 1959 April 21, 1950 


ta Hany Qualifiers a 
a Provident L. & A. 
| Havana Convention 


Provident Life & Accident conducted 
its first convention outside the United 
States when 164 leading life field men, 
home office staff members, and wives 
attended a meeting at Havana’s Hotel 
Nacional. 

Highlight of the convention was the 
first meeting of the Maclellan Circle, 
honorary organization giving the high- 
est recognition to company agents lead- 
ing in volume, average policy, ‘and per- 
sistency. ’ 

The business sessions and entertain- 
ment included announcement of new 
coverages, prospecting and sales plans, 
and sightseeing tours. 

The convention opened with banquet 
at which Vice-president Sam E. Miles 
presided. Following Vice-president R. L. 
Maclellan’s welcome address, Mr. Miles 
introduced the charter members of the 
Maclellan Circle. 


Leaders Club Officers 


Mr. Miles then presented the three 
officers of the Leaders Club. H. Grice 


000 piecs® Hunt is president on the basis of his 
1011 equip-B record as a top life producer. He is a 
and 3,50 tite member of the Million Dollar Round 
cellaneou® Table, Paul M. Ray, veteran of the 
home office life agency, Chattanooga, 
sonnel a: who had the best persistency rating 
elore tlt among those who qualified for attend- 
aking em: ance at the convention, was named vice- 
"0 Sroup® oresident. E. O. Martin, manager of the 
| the come home office life agency, was appointed 
a = secretary-treasurer. 
cation iy Mr. Miles announced that the Provi- 
on we dent's next life producers convention 
£ facilis will be held in August, 1951, at Mon- 
ailable in treal. " ae , 
was par R, L. Maclellan deliv ered the key note 
gram th: address, speaking on Provident’s out- 
5 commie took for the year. Mr, Miles, who pre- 
arrieiiie sided, discussed the life producer’s in- 
rs ane dividual plan of work and the sales 
vas going tools and many types of coverages of- 
the oa fered by Provident. 
re Cael W. E. Jones, life department agency 
manager, presented the home plan, 


which not only retires the mortgage in 
case of death, but provides a regular 
monthly income as well—enabling the 
widow to pay the continuing mainte- 
nance and operating bills on the home. 


Y. 


York he— W. W. Voigt, agency supervisor, dis- 
ompanes§ cussed prospecting and presented a new 
poration plan for use in programmed income 
employe § plan selling. Dr. Charles R. Henry, 
individu medical director, spoke on “Trends in 
thom Mortality.” 
group life 
000 “2 Two New Coverages 
. Actuary Henry Unruh introduced a 
Survey) new type of family income benefit to 
yn survey Provide 20% of the face amount as an 
by fe-— ‘mediate death benefit, together with 
as post) @ $20 monthly income benefit per $1,000 
- absence) Of basic policy; and a waiver of prem- 
rs. How} 1M provision to be included in five and 
projectey 10-year term plans. The latter also pro- 


vides for automatic conversion to ordi- 
nary life if the insured becomes totally 
and permanently disabled before expira- 
tion of the conversion period of the 
original term policy. 

At a sales clinic conducted by Mr. 
Hunt, talks on “My Plan of Work” 
were presented by Mr. Hunt, J. R. 
Humphries, Chattanooga, E. O. Martin, 
Chattanooga, and J. W. Brakebill, Mem- 
phis, four of Provident’s leading pro- 
ducers. All stressed the importance of 
Planning and some system of effective 
time control. Leo A. Steffen, Dubuque 
outlined the system which has proved 
80 valuable to his agency. 

W. E. Jones discussed “A Plan for 
Progress” and Robert W. May, super- 
Visor of field training, announced the 
dates and qualifications for the next 
home office training school, to be held 
in Chattanooga April 24-May 5. 


Rollo 








follo 
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The delegates met in Miami and 
traveled by air between Miami and 
Havana. 





Life Companies Have No 
Stake in Tex. Recovery 


According to the best authorities life 
and A, & H. contracts are not contracts 
of indemnity and, therefore, such in- 
surers are not entitled to subrogation 
against the federal government in con- 
nection with losses paid in the Texas 
City disaster of 1947. Federal Judge Ken- 
nerly at Houston has just given a deci- 


sion that the government was liable in 
this case. Fire and casualty insurers 
under fire insurance and workmen's 
compensation policies, are interested to 
the tune of about $33 million. 

Social security board a few months 
after the disaster, estimated the aggre- 
gate paid as a result of the Texas City 
blast by all private life and A. & H. 
companies as between $3 million and 
$4 million, ordinary, industrial and 
group. Metropolitan Life paid out ap- 
proximately $1,100,000 for group liabil- 
ity on Monsanto employes. Equitable 
Society, on its two group contracts and 
about 12 individual policies, paid out 
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$643,745, divided $310,000 on one group, 
$101,000 on another and $232,745 on in- 
dividual policyholders. Continental 
Casualty paid $81,000 under its group 
contract on volunteer firemen killed in 
the blast. 





New Jersey division of employment 
security, which handles the state’s un- 
employment and disability benefits law, 
has prepared a chart to explain to work- 
ers the benefits provided by’ the law. 
The chart is changed quarterly. A mil- 
lion copies a year are distributed to 
workers in the state. 








A current John Hancock advertisement which indicates how the spirit 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 





of American Independence is fostered and 





the power to create new plants. 


THERE was once a man who loved nature with such a deep and 
moving love that she told him one of her secrets, She gave him 





He found a secret in the flowering earth 


its spines, so that cattle could fatten upon it, and made the blackberry 
shed its thorns, so it would not cut the fingers of the pickers. 

For him, the plum grew without pits, and strawberries ripened all 
year. Trees learned to shelter their fruit from frost, and walnuts wore 





The man, whose name was Luther Burbank, would go into his 
garden and walk softly among the growing things. 


He saw that every plant was a child. It had its own face, 

its own promise, its unique touch of genius or character. 

And if that promise were tended and encouraged, the plant would 
grow more useful and beautiful each year. 


Luther Burbank puttered in his garden for fifty years 
for the greater happiness of all people. 


He made potatoes grow larger, whiter, more delicious than they 
had ever been. He taught the cactus of the desert to throw away 





thinner shells which the small hands of children could open. 

The daisy grew more beautiful for him, and the amaryllis burst 

into flame; the calla lily wore perfume and the dahlia found a 

new fragrance. He left the earth covered with flowers and fruits 

that had never grown before. 

And all because he understood a secret. 

He knew that everything that lives has the power to become greater... 
if it is free to put forth the best that is in it. This is a truth long known 
in America, where every man’s promise can reach its finest flower, 
growing in the kindly soil of freedom. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Man 


agement Conference at 


L. A. Evokes Usable Ideas 


_ Nearly 60 attended the area con- 
ference on life insurance agency man- 
agement for southern California, Ari- 
zona, and Hawaii, held at Los Angeles. 
Bruce Bare was general chairman. 
Robert L. Woods, Massachusetts Mu- 
tual, and George N. Quigley, Manu- 
facturers Life, presided. 

Pinch-hitting for Walter G. Gastil, 
Connecticut General, Los Angeles, 
John W. Yates, Massachusetts Mutual, 
Los Angeles, declared that management 
is now at the crossroads and must 





STRONG... 
Without 


justify itself if insurance is not brought 
under the wing of the government. He 
outlined a four-point program of self- 
improvement, attainment of position in 
community, attainment of a goal of 
service to mankind and fulfillment of 
financial ambitions as the keystone 
which has enabled him to recruit 180 
men, who have put over $300 million of 
life insurance on the books. He de- 
clared that any agency must obtain at 
least 15% of its new business from new 
agents annually merely to stand still, 
and that 20% is required for growth. 





— ss = 


"Over Development’ 





The earning capacity of a 
life insurance company is 
an important part of the 
picture. It is also a prob- 
lem in today’s low-interest 
market. That’s why, as 


any investment man will tell you, American United 


is in an ideal situation. 


American United is big enough to be a factor in 
the investment market (assets over 80 million dol- 
lars)—big enough to take advantage of sound op- 
portunities—big enough to place its eggs in many 
baskets. Yet, American United is spared the head- 
aches of having to invest huge sums, things being 


what they are today. 


Being big enough is important. Being small enough 
never to lose the personal touch is important, too. 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 








“Teach your man to open one new case 
each day, and he will never go out of 
the business of life insurance,” he de- 
clared. 

“Training Under the Training With- 
in Industry Program” was discussed 
by Leland C. Tallman, 3rd _vice-presi- 
dent of California-Western States Life. 
He pointed out that the qualities re- 
quired to sell life insurance, and to train 
and direct men in that work are quite 
different. “We must cut the cost of 
agency operation without cutting effi- 
ciency. We must stop the parade of 
men through our agencies,” Mr. Tallman 
declared. He _ outlined the T.W.I. 
method of training in operation in his 
company which he stated had cut turn- 
over down appreciably and had in- 
creased earnings to an average of $4,600 
per year per man. 

William M. Rothaermel, agency vice- 
president of Pacific Mutual, described 
the specialized method and_ technique 
of telephone interviews used by Pa- 
cific Mutual managers, and also the use 
of phonograph records in interviews 
with prospective agents, In 1942, he 
said, his company contracted 189 agents 
and had a survival rate of 41.7%. Under 
the new method, in 1948, 263 agents 
were contracted and these had a sur- 
vival rate of 71%. 


Prestige-Building for Agent 


Ardell T. Everett, superintendent of 
agencies and director of group sales at 
Prudential’s western home office, said 
the agent’s prestige-building should be 
founded on his own activities in the 
community as a good citizen, and he 
should see that his activity in various 
upbuilding organizations receives pub- 
licity. Mr. Everett also said company 
advertising could ‘be used in a large 
degree to put over a new agent, and 
that if cost could be recovered in a 
short time if sufficient aggressiveness 
was shown. 

John T. Flanagan, Jr., Fidelity Mu- 
tual, Los Angeles, and John R. Chap- 
York, Los 


man, Home Life of New _Lo 
Angeles, both emphasized that it is 


the duty of the manager personally to 
instruct every new man how to prospect 
by several different methods, and then 
to follow up to see that he knows his 
job. 
Hugh Bell, Equitable of Iowa, Seattle, 
closed the meeting with a ringing ad- 
dress in which he summarized all the 
previous speeches and then called for 
more team-work in the life insurance 
business. He declared an agency or- 
ganization should be like a team, with 
high individual morale, spirit and ag- 
gressiveness, with the manager as 
coach, 


Vermont Sweetens Texas 


National Life of Vermont carried out 
its annual custom of serving wheatcakes 
and Vermont maple syrup in conjunc- 
tion with the annual meeting of the 
Texas Mortgage Bankers Assn at San 
Antonio. Most of the guests were mort- 
gage loan correspondents of the com- 
pany in a six-state area. 


Write $4 Million for Morse 


In celebration of the birthday of Presi- 
dent, Joe D. Morse, agents of Home 
State Life of Oklahoma City presented 
him $4 million new business as the re- 
sult of a special production contest. 
The contest was won by the Tulsa and 
the Bartlesville districts, who were spe- 
cial guests at a banquet at Tulsa. 

This raised the insurance in force to 
approximately $95 million. The com- 
pany has set the goal of $100 million for 


' Dec. 31, 1950. 








NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 








New district offices have been opened 
at Shawnee and Ponca City, Okla. 





Bound by Agent's Acts 


The Nebraska supreme court has held 
in Mutual Benefit H. & A. vs. Milder 
that an insurer cannot rely on the in- 
correctness of the answers given on 
an A. & H. application, where the in- 
surer’s agent failed to put down the 
correct answers which the applicant 
gave him. 


. ualty; B. W. Rouse, Travelers casualty 
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‘llin nie Fed eration 
Slates J. A. Henry 
As its President 


John A. Henry, general attorney oj 
the Continental companies, has beep 
slated for election as president of the 
Insurance Federation of Illinois at jt 
annual luncheon on April 28. The nom. 
inating committee of which George q 
Moloney, Jr., vice-president of Hart. 
ford Accident, is chairman, has submit. 
ted the following other nominations: 
Harry H. Fuller, deputy U. S. map. 
ager of Zurich, first vice-president; Ur. 
ban M. Lelli, secretary of Phoenix oj 
Hartford, chairman of the executiye 
committee; A. W. Ormiston, Chicago 
broker, new member of the executiye 
committee and G. J. Mecherle, presi. 
dent State Farm Group, new vice-pregj. 
dent. There are four present member; 
of the executive committee renominated 
and 14. vice-presidents renominated 

Nominated as new directors are W. 
A, Eakin, western manager of Employ. 
ers group; E. A. McCord, president oj 
Illinois Mutual Casualty; C. L. Morris 
vice-president of Illinois National Cas. 





manager at Chicago, W. A. Seeley, 
western manager for Crum & Forster 
group. 

Mr. Fuller, as chairman of the com. 
mittee on arrangements, announces 
that a sell-out is anticipated for the 
luncheon at which Gov. Stevenson is 
to speak after introduction by Insurance 
Director Hershey. 

L. D. Cavanaugh, president of Fei- 
eral Life, who will extend a greeting 
as president of the federation, will 
automatically become chairman of the 
organization. 

Herbert J. Lorber, president of Rol- 
lins Burdick Hunter has just been 
named chairman of the reception con- 
mittee. 





D.B.L. Countersignatures 


The New York department has sent 
a letter to all companies licensed to 
write coverage under the disability bene- 
fits law advising them to include space 
in the policy forms for countersignature 
by licensed resident agents. Superinten- 
dent Dineen’s letter notes that state 
law prohibits the writing of coverage 
on risks in the state unless the contract 
is issued through or countersigned by 
a resident New York state agent. 





Late Report Doesn't Matter 


The Louisiana supreme court it 
Robbert vs. Equitable Society has on re 
hearing reversed its opinion that the i 
sured could not recover total disability 
benefits sought more than a year follow. 
ing his total disability. The insured said 
he didn’t know the policy contained 
these benefits until someone told him. 





M.&M. Expands in Minn. 


Marsh & McLennan has added Dale 
K. Warner and Hugh C. Anderson to 
their Minneapolis office life and A. & H. 
departments. 

Both are Minnesota graduates and 
navy veterans. The Minneapolis office 
has recently taken 2,000 additional feet 
of floor space to provide for the ex 
pansion of the two departments, 


Reeves Made Lubbock G.A. 
@ 


Ohio National has 
appointed Garnet 
Reeves general agent 
at Lubbock, Tex. He 
is a graduate of Aus- 
tin College in Sher- 
man, Tex. He began 
his insurance career 
in 1944, 
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Program Given for 
Pacific Actuaries 


The Actuarial Club of the Pacific 
States will hold its spring meeting at 
the Columbia Gorge hotel, Hood River, 
Ore, May 11-12. E. M. McConney, 
president of the Society of Actuaries 
and of Bankers Life of Iowa, will be 
the speaker at a dinner meeting May 
11. Following are the topics for dis- 

ssion : 
New form annual statement: (a) 
Reaction to the proposed revision of the 
annual statement blank as prepared by 
the subcommittee of the committee on 
planks of the National Assn. of Insur- 
nce Commissioners; (b) What are the 
reasons for the differences between the 
new revision and the one proposed by 
the companies committee? ; 

9 Federal income tax: (a) Effect on 
ain and loss; (b) Should method of han- 
Hing an insurance expense be 















danged? (c) Effect on dividends, if 


” 
any’ Reserves on substandard business: 
(a) What methods are being used for 
calculating the reserves on this busi- 
ness? During premium-paying period 
and after becoming fully paid-up? (b) 
How are flat extras handled? 

4, Changes and trends in permanent 
disability: (a) Should companies resume 
the writing of the disability income 
benefit, and what problems must be con- 
sidered in connection with the resump- 
tion of the benefit? (b) Should com- 
panies extend the waiver of premium 
penefit to all applicants as a basic bene- 
fit of all contracts? its 

5. Contingency reserves for options 
and supplementary contracts: (a) What 
provisions have been made for setting 
aside contingency reserves to cover. an- 
ticipated losses under options of policies 
not yet matured? (b) How shall such 
funds be calculated originally, and how 
are they to be drawn upon? (c) Meth- 
ods of strengthening reserves on sup- 
plementary contracts; (b) What proce- 
dures are being followed as to definition 
of items, expense allocation and treat- 
ment of strain in establishing the new 
classification in the gain and loss ex- 
hibit? : ; 

6. What short cuts or approximations 
may reasonably be employed by a me- 
dium or small-sized company in deter- 
mining the following items? (a) Re- 
serve for non-deduction of fractional 
premium benefit; (b) Calculation of pre- 
mium deficiency reserves; (c) Valuation 
of active life disability benefits; (d) Ex- 
tra reserve for continuous feature in 
valuation of continuous monthly income 
policies; (e) Determination of an indi- 
vidual company’s persistency. j 

7. From the standpoint of economy of 
management and knowledge of its busi- 
ness, to what should a company investi- 
gate its mortality with reference to: (a) 
Subdivisions of its business: Substandard 
policies; non-medical business; juvenile 
cases; standard business; (b) In setting 
out a plan of procedure, what reasonable 
short-cuts may be employed as regards 
age groups rather than individual ages, 
separation of data by duration, consid- 
eration of whether investigations should 


be by plan or amount? (c) For the 
smaller and medium-sized companies 
lacking a recent mortality table based 


upon their own experience, what is a 
reasonable table for measurement in de- 
termining percentage ratios in interpret- 
ing their mortality statistics? 

8. Decreasing term riders and _ poli- 
cies: (a) What are company practices as 
to the amounts to be entered in the pol- 
icy exhibit? (b} Discuss the advan- 
tages of employing a shorter premium- 
paying period than the period of cov- 
erage: (1) effect in competition; (2) as 
regards reserves; (3) the effect on the 
necessity of allowing policy values; (c) 
Discussion of current sales trends on 
these riders. Is trend toward increasing 
volume desirable? 


Underwriting Session, May 12 


1, Juvenile insurance: Reasonable 
amounts, insurable interest, ete. ' 
2. Reduction or removal of ratings: 


Procedure followed, evidence of insur- 
ability, who pays medical fees. 

3. Aviation: Extra premiums, reason- 
able period of time for standard consid- 
erations after lapse of license. 

4. Ratings for occupations: Methods 
followed to keep up-to-date on new haz- 
ards in occupations; also, reduction of 
hazards. 

5. Underwriting military personnel. 

6. Additional subjects for general dis- 
cussion: Conservation; new information 
on changes in amount of regular med- 
ical fee; problems of racial underwrit- 
ing; limits for non-medical; what in- 
Spection reports can be eliminated to 
effect saving. 


Boardman Estate Believed $200,000 


C. R. Boardman, 89, one of the found- 
ffs and retired president of Wisconsin 
National Life, who died April 5 at his 
Ome in Oshkosh, left an estate unoffi- 
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cially estimated at $200,000. The will ad- 
mitted to probate in Winnebago County 
court was accompanied by a petition 
which stated there was in excess of 
$100,000 in personal property and about 
$10,000 in real estate. In addition to be- 
quests to Robert P. Boardman, a son 
and now president of Wisconsin Na- 
tional Life, a daughter-in-law, and two 
grandsons, and several friends, General 
Boardman left 10 shares of stock in the 
company each to Oscar Litchtenberg, 
Allan C. Eastlack, O. G. Lindemann 
and Emil Sohm, officers and employes. 


Program for LOMA 
Omaha Meet Given 


The program for the spring meeting 
of Life Office Management Assn. at 
Omaha May 22-23 includes several 
talks both mornings and panel discus- 
sion each afternoon. 

General chairman of the opening ses- 
sion is Horace T. Polk, treasurer Na- 
tional Life & Accident. After the wel- 
come there will be talks by Henry Ed- 
miston, vice-president Kansas City Life, 
on current economics factors affecting 
life office management, and Raymond R. 
Brown, president of Standard of Ore- 
gon, on the advantages and handicaps 
of a small company. R. A. Clark, secre- 
tary, Columbus Mutual, will discuss late 


remittances, and Raymond J. O’Toole, 
of O’Toole Associates, on a self-admin- 
istered training program. A luncheon 
will follow. 

Raymond A. Burke, vice president 
North American Reassurance, is after- 
noon program chairman. Douglas T. 
Weir, associate actuary North Ameri- 
can Life of Canada, will describe the 
operations of a central M.I.B. service 
file. There will be a forum on proced- 
ure simplification, with Jack L. Batch- 
ler, secretary Kansaas City Life, as 
chairman. That evening there will be 
a reception and dinner. 

Carl R. Anderson, vice-president Min- 
nesota Mutual, presides Tuesday morn- 
ing. Speakers and their subjects are 
Warren J. Moore, secretary Old Line 
Life, “Human Relations”; C. D. Scott, 
Great American Reserve, “Factors to 
Consider in Entering the A. & H. Busi- 
ness”; E. M. Karrmann, treasurer 
American United, “Investment Account- 
ing,” and D. N. Warters, Bankers of 
Nebraska, “Changing Operations.” 

Following luncheon, S. A. Riesen- 
mann, Security Life & Accident, pre- 
sides. George M. Bryce, Lincoln Na- 
tional, will discuss operations of a pol- 
icyholders service department. A sym- 
posium will follow on operations of a 
new ‘business department. Chairman is 
L. O. Copeland, North American Life. 


Prudential to Assign 
Cohagan to Canada Office 


William J. Cohagan, 2nd vice-presi- 
dent of Prudential, has been named to 


the Canadian head 
office which will 
epen in Toronto 
this fall. He is a 
native of Winni- 
peg. 

Mr. Cohagan 
joined Prudential 





as an actuarial stu- 
dent in 1932. He 
advanced to assist- 
ant actuary and in 
1947 he was made 
a general manager 


- te 
Wis 


of the company’s 
western home of- W. J. Cohagan 
fice. He served in 


the navy. 


Osburn Regional Supervisor 


R. S. Osburn, formerly superintend- 
ent at Wichita of National Life & Acci- 
dent, has been promoted to supervisor 
of the midwestern territory including 
Kansas, Nebraska, Missouri, Ilinois, In- 
diana and Oklahoma. He is succeeded 
at Wichita by H. A. Scrivner, formerly 
an agent there. 















Plans 


Nonparticipating Insurance 
Participating Insurance 
Juvenile Insurance 

Special Low Cost Plans 


Flexible Family Income 


Retirement Plans 


Broad Insurance Coverage 


LNL Is Geared To Help Its Field Men 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Mortgage Redemption 
Sub-Standard Service 
Wide Age Range 
Salary Savings Systems 


Supplemental Term 
Riders — 


A full line of Group 
Coverage 


Fort Wayne 1, Indiana 


Its name indicates its character 



















presents 
The ROLL CALL 
of 


‘O-MEA 














* Quality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
agement Association. 


C. TED ERMLICH 


An ONLI for twelve years, J. K. Eby of the Geo. Wade 
Agency, Harrisburg, Pa., has well deserved Quality Award 
recognition as one of the Company’s leading producers of 
top grade business. 


As a steady producer of a large volume of Quality business, 
C. Ted Ermlich of the N. J. Tschantz Agency, Canton, Ohio, 
is blazing a trail to the front rank of career life underwriters. 
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NON-CANCELLABLE and GUARANTEED RENEWABLE 
HEALTH and ACCIDENT INSURANCE 
* 
LIFE INSURANCE 
* 
GROUP LIFE and GROUP DISABILITY INSURANCE 


INSURANCE YCOMPANY 
WORCESTER - MASSACHUSETSS 


Islicensed and does business in the 48 states, the District of Columbia and Hawaii 
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Market Swelling 
Industrial Totals 


Debit Men Scoring 
_ Success with New 
Workers’ Generation 


National Service Life Insurance has 
had less of a depressant effect on the 
sale of industrial life insurance than it 
has had upon the ordinary life market 
in the opinion of a number of industrial 
executives and managers who have 
watched with pleasure the steady im- 
provement in industrial sales over the 
past year. There is no single way to ac- 
count for the steady upward progress of 
industrial writings, but the attitude of 
veterans holds part of the key. 

It seems that lapses of NSLI coverage 
by the non-white collar classes were 
higher and many veterans who entered 
the ranks of labor are covered with little, 
if any, NSLI. However, their army cov- 
erage awoke these men to the impor- 
tance of life insurance and, to a certain 
extent, to the existence of life insurance 
as a means of protecting their families. 
Consequently when thé industrial agent, 
many times a war veteran himself, calls 
around, he meets with a favorable re- 
ception from the working man and is 
likely to sell industrial life insurance. 

Many industrial life men will attest 
that their business has received much 
of its recent “shot in the arm” from 
the class of young working men which 
has sprung up, the overwhelming ma- 
jority of them war veterans. These men 
have reached the stage now where they 
have fair jobs and larger families than 
white collar ordinary prospects. These 
young working men have the habit of 
life insurance trom their army service. 

They have the simple need for life in- 
surance to cover their families. Impor- 
tantly, these young workmen are not 
used to paying much for their life insur- 
ance and are used to paying for it in 
monthly installments. For all of these 
reasons, they have proved excellent pros- 
pects for industrial life. 


Group Life Important 


Another important factor to which 
the industrial life men point is that, 
though many of these young men are 
making substantial wages, they do not 
feel the need for coverage in any great 
amount, because so many of them are 
provided with group life insurance 
where they work or through their labor 
unions. Many of them have $3,000 group 
life and couple this with $1,000 or $500 
of industrial and feel that they have ade- 
quately provided against the contingency 
of death. There is no sophistication in 


the attitude of these men about the 
uses of life insurance. Working ‘men 


have never been much interested in in- 
vesting their money in intangibles. 

At least a part of the explanation of 
the booming industrial sales in the ur- 
ban areas may lie with the thousands 
of new families set up by young work- 
ing men. The effect of this was not 
felt immediately after the war when 
the rise in ordinary sales far outshad- 
owed rises in industrial sales. At this 
time, the post-war generation of workers 
had not yet established families. They 
let NSLI lapse for the same reason. 

The upshot is that industrial people 
now feel confident that they are en- 
trenching themselves among an_ ever 
growing group of younger workers in a 
fashion that more than makes up for 
the older customers they have lost. 

A new generation of better trained 
and exceedingly purposeful combination 


company agents are now proving tha 
they can provide real service to 

members of their own generation who 
are now in harness. Ordinary sales hayg 
declined on the debit, but the combing. 
tion company officials are not much Up. 
set by this and figure it as a natural 
course of events. Most companies are 
not pushing their industrial men to write 
ordinary, they are only pushing them to 
see as many people as they can and to 
provide the kind of service on the debit 
that these people need and can afford, 





Where industrial life insurance is the 
answer, as it is in the majority of cases 
neither the policyholder nor the agent 
is made to feel ashamed about it. 

Life insurance people in general rep. 
ognize now that the surest barrier to 
increasing socialism lies in making the 
working man secure within the fabric 
of private enterprise. No man has more 
direct opportunity in this respect than 
the agent on the debit. 

Nor are industrial sales being con. 
fined to the young element in labor, 
Many young men in the lower salaried 
white collar classes are buying industrial 
coverages. A number of these fellows 
have retained a portion of their GI cover 
and feel that they do not need much 
more insurance, so they buy industrial, 
They might have been ordinary pros. 
pects without NSLI and group insur. 
ance. A great many young white collar 
workers would not be in the financial 
position to buy much life insurance in 
this day of high prices even without 
NSLI group. 

Many of the older workers in the lower 
white collar echelons have been squeezed 
into the industrial market. It has be. 
come a truism that the white collar class 
is the one suffering the most from in- 
flation. 

Relatively poor as they may be today, 
the agent regards these white collar 
families on his debit as most important. 
He sees in them future prospects for 
ordinary. Each client is a minor capital- 
ist with faith in life insurance and with 
the conviction that he is going to rise, 
which is a good part of the battle. 





Insurance Has 
Big Stake in 
N. D. GOP Primary 


Insurance people are taking unusual 
interest in the North Dakota Republican 
primary election June 27 because Non- 
Partisan League, known locally as NPL, 
lias as one of its planks the establish- 
ment of a state fund for automobile 
third party liability insurance. NPL ap- 
propriates the label of “liberal” and 
assigns the “reactionary” tag to the 
other Republican faction, which is Re 
publican Organizing Committee or ROC. 

Otto Krueger, the North Dakota it- 
surance commissioner,’ is not a candi 
date for reelection this year but he 3 
aggressively stumping the state for the 
ROC faction. 

The ROC candidate for insurance 
commissioner is Oscar Troyer of Rugby, 
who is an agent for Franklin Life, 
while the NPL candidate is J. A. Jensen 
of Jamestown, an employe of_ the 
weights and measures division of North 
Dakota public service commission. 


Boyd Month Sets Record 


Commonwealth Life’s annual March 
campaign resulted in the greatest vol- 
ume of new busineess in any one month 
in its history. 4 

The traditional “March for Boyd 
sales contest is conducted in honor 0 
Commonwealth’s president, Mortot 
3oyd. 


Buffalo Cashiers Meet 


Buffalo Life Agency Cashiers Assf. 
held a dinner meeting with David J. 
Saklad, regional insurance officer 0 
veterans administration, and Thomas V. 
Cullinan, director of public relations 0 
Erie County Savings Bank, as speakers. 
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ane Up FB. Russell Thomas of the consulting 

sonics a actuarial firm of Thomas & Tiffany, has 

n to wae been elected president of the Chicago 
Actuarial Club. es 

Ape tof “Ww. Ward Nepper, Mutual Trust Life, 

the 2 Be was elected vice-president and John A. 

an aff th Roberts, Continental Assurance, was re- 

ce_is ?- elected secretary-treasurer. 











There was a report on the recent New 





Rising Costs, Better Mortality, Promote 
Interest in Non-Medical Liberalization 


DAWSON NEW PRESIDENT 
Life Counsel to 
Have Panel on 
Agency Contracts 


Louis W. Dawson, president of Mu- 
tual Life, has been elected president of 
the Assn. of Life Insurance Counsel. 
Formerly vice-president of the associa- 
tion, he succeeds the late Robert A. 
Adams, who was general counsel of 
American United. 

A panel on the agency contract and 
its variations will feature the opening 
session at the spring meeting at 
White Sulphur Springs, W. Va., May 
15-16. Participants are John J. Ma- 
govern, associate counsel, ‘Mutual Bene- 
fit Life, Daniel P. Cavanaugh, associate 
counsel, Aetna Life, and Hugh S. Camp- 
bell, counsel, Phoenix Mutual. That 
evening there will be a reception and 
cocktail party followed by dinner. Tues- 
day morning speakers and their subjects 
are G. Edgar Coxworth, associate gen- 
eral counsel Ohio National, on the han- 
dling of funds by agents. George B. 
Gose, vice-president and general coun- 
sel Pacific Mutual Life, on the “doing 
business” rule and group insurance, and 
Manuel M. Gorman, assistant counsel, 
Life Insurance Assn. of America, on 
“living with the anti-trust laws.” 








John Hancock is now issuing its pre- 
ferred risk whole life policy in 
amounts of $5,000 to $200,000. If total 
insurance applied for in all companies 
exceeds $500,000, maximum limit is 
$100,000. 





Bus a York City meeting of the Society of 
4 i Actuaries by Frank Griffin of the Wyatt 
neral rec. Company, Daniel _G. Scott, Continental 
yarrier tof Assurance, and H. J. Fisher, Central 
aking the Life of Illinois. 
he fabric .. eae 
as more Pittsburgh Congress Draws 600 
pect than There were 600 present at the sales 
congress of Pittsburgh Life Under- 
ing con. writers Assn. which featured as_speak- 
in labor @ ers E. Price Ripley, National Life of 
+ salaried H Vermont, Roanoke; Harry C. Cope- 
industrial @ Jand, Jr.. Massachusetts Mutual, Ithaca, 
e fellows XN. Y. and Benjamin ‘Ni! Woodson, ex- 
cover ecutive vice-president of State Life of 
ed much Indiana. 
ndustrial, 
TY pros. Members of the Solomon Huber 
1p insur- MB agency of Mutual Benefit Life and 
ite collar jome office representatives heard Dr. 
financial B John H. Prime, professor of finance at 
irance in # New York University, discuss the an- 
without @ alyzing of financial statements and bal- 
ance sheets. 
the lower eS 
squeezed Mrs. Faye Robinson, formerly assist- 
has be ant secretary in charge of underwriting 
llar class @ for Empire Life, Oklahoma City, is 
from in now underwriter for the new Horace 
Mann Life, Springfield, III. 
ye today, ————__—$— 
e collar 
n portant. 
ects for 
- Capital- 
and with 
Ps 7 Current liberalizations by many com- 


panies on non-medical business are 
considered to be as significant in the 
field of cost reduction as they are in un- 
derwriting. Non-medical writing expan- 
sion has been thought of primarily as 
an underwriting development but 
changes have frequently been adopted 
to cut medical examination, and in some 
companies, inspection fees. 

Among the reasons for the changes 


ry 


unusual are increased doctor’s fees from an av- 
publican erage of about $5 to $7.50 and higher on 
se Non- bigger cases, or where special tests are 
as NPL, & required. These latter cases of course 
stablish- B are not a part of the non-medical pic- 
tomobile B ture. Mortality improvement, though 
YPL ap & always relative, is another factor. The 
al” and general practice has been to write 
to the B 35,000, or less, up to $10,000 in some 





\ is Re B cases, up to age 35 or 40, with the 
amount of insurance and the age at 


kota iB which it will be written graded accord- 
1 candi B ing to company specifications. The trend 
At he? is for the age limit to increase, though 
for the not much beyond 40, and the amount of 
insurance to go up, though no company 

one will write more than $10,000 non-medic- 
we ally. The reasoning behind non-medical 

n 4 liberality is that money saved in medi- 
jae cals makes up for the increased mortal- 

North ity. Some underwriters state that their 
“a experience is as good on non-medical as 


it is on medically examined business. 
There are even those who say it is bet- 
d ter. A usual factor in mortality at 
young ages is accident and medical 


March } exams won't help in those cases. Com- 

st vol f panies have long written non-medical 

month f business but the trend is for those that 

» | ae doing it to increase their limits, and 

Boyd or companies that haven’t been doing 
nor & it to get into the field, or to liberalize. 

" Producers Are Key 

The key to successful non-medical 

underwriting is having reliable produc- 

ers. Some companies extend the priv- 

Assn. | lege to only their full-time men. Others 

avid J.} ‘Xtend it also to first class brokers after 

cer of} they have written a certain amount of 


mas V.| Dusiness in the company or demonstrat- 
td their responsibility, or have been 
recommended by the general agent or 





manager. Much selection has to be done 
by the producer. If he gets out of line 
the beneficiaries of his clients, if the 
contestability period has not run, may 
find themselves with a contested claim 
rather than a check. If there has been 
a misrepresentation there may be a set- 
tlement. The cases are for small 
amounts and a producer stands to lose 
his license, reputation and career if he 
has been involved in collusion. Theo- 
retically it is possible, though not prob- 
able, that a person, with a coronary 
for example, could get a_ substantial 
amount of coverage in several different 
companies by touring the market. His 
chances of success at this aren’t very 
good, and if he’s in poor health he may 
die during the contestable period any- 
how. 


Some Waive Inspection 

Some companies don’t get an inspec- 
tion report on small cases, whether ex- 
amined or not, except where the appli- 
cant is in a hazardous occupation. This 
also is an economy measure. Other 
companies place greater reliance on the 
inspection than normally if the case is 
non-medical. 

The non-medical privilege isn’t im- 
mediately extended to all producers. 
Companies do not suggest it be used as 
a sales gimmick though in many cases 
that happens. If client looks good an 
agent may say “You won’t even have to 
take a medical on this.” 

Practically all states rely on sound 
company judgment as to non-medical 
liberalizations. A few still have statu- 
tory limits on the amount that can be 
written non-medically. A recent check 
indicated that Oklahoma has a $10,000 
limit, and that there is a $5,000 limit in 
Arizona, Iowa, ‘Massachusetts, Missis- 
sippi, and Nebraska. “Who Writes 
What” contains eight ages of informa- 
tion on company non-medical underwrit- 
ing practices. 

A recent survey of 25,000 applications 
by L.I.A.M.A. showed that 46% of all 
ordinary policies written, and 22% of 
amount of insurance, is on a non-med- 
ical basis. 





SECURITY...with 


no strings attached 


When you hear promises of a security without effort, look 
out! It is not the kind of security we have or want in 
America. It proposes a regimented life and economy where 
there is no place for individual initiative or personal achieve- 


ment in exchange for 


freedom of the individual to work in the callings 


and localities of his choice. 


freedom to contract about his own affairs. 


freedom to establish his own business, to invent 
and profit, to save and invest, to buy and sell in 
a competitive market to the best of his ability. 


freedom to speak, inquire and discuss. 


Coincidental with placing the responsibility for establishing 
personal security with each individual, these freedoms pro- 
vide the opportunity to acquire it in proportion to personal 


needs or desires. 


Great Southerners help to maintain this balance of respon- 
sibility and opportunity. With life insurance they make it 
possible for the provident individual to obtain financial pro- 
tection for the economic welfare he has established for 
himself and family. By offering a broad range of insurance 
protection, the Company is utilizing its right of competitive 
enterprise to help each Great Southerner increase his pro- 
duction and his benefits from the security of freedom. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE 


HOUSTON 1 TEXAS 
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one of 


Americas 
most prized 
possessions 


ERSONAL INDEPENDENCE, founded on individual free- 
dom, has always been one of the proudest possessions 
of the people of this country. 


It is exemplified by the self-reliance and initiative 
which has made America so great. And the high value 
people place upon it may be measured by the ever- 
increasing amount of life insurance Americans own. 


Through life insurance a man attains security, not 
through compulsion of the state, but through personal 
choice. Thus he achieves security without sacrificing his 
freedom. 


Life insurance is a man’s private, personal means of 
fulfilling his hopes and desires for his family’s future... 
of seeing to it that his sons and daughters will be properly 
educated .. . of making sure that his wife and children 


need never suffer hardship if he should die. And, at the 
same time, it offers him a means of providing for his own 
later years. 


Today more people in America are safeguarding the 
financial independence of their families with life insurance 
than at any other time in history—or in all the other 
countries on the face of the earth. 


The New York Life Insurance Company is proud to 
report that it has shared in this growth—as the 105th 
Annual Report to Policyholders, just published as a 36- 
page illustrated booklet, shows. 


The essential facts and figures of this Report will, of 
course, be sent to policyholders as usual with their pre- 
mium notices. The complete booklet will be sent gladly 
to anyone requesting it. 


NEW YORK LIFE 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


































[O5™ ANNUAL 
~ REPORT TO 
POLICYHOLDERS 


HIGHLIGHTS 
FROM OUR 
105th ANNUAL REPORT 
December 31, 1949 
At the close of 1949 the Company had 3,864,338 
policies in force for $9,970,371,347, an increase of 


84,797 policies and $430,787,118 of insurance pro- 
tection as compared with the end of 1948. 


Sales in 1949 amounted to $852,385,500, the third 
consecutive year that new sales have ranged be- 
tween $850,000,000 and $860,000,000. 


The Company in 1949 paid $131,802,411 to living 
policyholders (an increase of $13,755,982 over 1948) 
and $88,447,839 to beneficiaries (an increase of 
$118,268). The total was $220,250,250 (an increase 
of $13,874,250). 


For 1950 the Company is continuing the same 
scale of dividends to policyholders as was in effect 
in 1949. New York Life has always been a mutual 
company and pays dividends to policyholders only. 





AENATIONAL UNDERWRITER 


April 21, 1959 





—= 





EDITORIAL 


COMMENT 





Standing That's Not Measured by Size 


In going over the list of life com- 
panies ranked by insurance in force, 
which appears in this issue, we were in- 
terested to note not only the way in 
which the companies have grown and 
the sometimes spectacular way that 
some of them have shot ahead in the 
rankings but we were also impressed 
with the solid and widely ramified rep- 
utation of many of the small companies 
which appear well down on the list. 

Many of these smaller companies have 
in one way or another achieved a stand- 
ing in the business and with their pub- 
lics that many others considerably far- 
ther up the line in insurance in force 
might well envy. Read down the list 
and you'll be surprised how often you'll 
say, “I thought that company ranked 
nearer the top than that.” 

Far from being a disparagement of 
the company and its achievements, such 
a reaction is really the highest type of 
compliment, for it indicates that the 
company has attained a standing that 
doesn’t have to be measured by the 
amount of insurance it has in force. 

Sometimes this enviable position is 
achieved because one or more of a 
company’s officers is an outstanding per- 
sonality, a leader not only in his own 
company but in the business, or pos- 


sibly in other fields. Or a company may 
have pioneered in a distinctive field of 
operation or introduced new types of 
coverage or devised a new system of 
agency representation. 

Often where a company is consider- 
ably better known than might be in- 
ferred from its position on the in-force 
ranking table its reputation is to a large 
extent due to an intelligent public re- 
lations and_ intra-institutional © policy. 
Not only is it engaged in doing things 
that are creditable and distinctive but 
without seeming to blow its own horn 
too loudly it sees that it gets credit for 
what it is doing. 

The aggregate result is that such a 
company comes to have a character that 
sets it apart from other companies, It 


has a standing that is not governed by 


the amount of its insurance in force, or 
its annual volume of business or the 
amount of its assets. 

The in-force table is also a reminder 
that despite the tremendous range in 
size between the biggest and the small- 
est companies, no matter how much a 
small company may be overshadowed 
by its bigger brothers it can success- 
fully compete with them if it has sound 
business methods, ingenuity and imag- 
ination. 


What Motivates a Public Speaker? 


Have you ever watched a _ speaker 
hard at work, pouring a great deal of 
himself into the tremendous effort which 
public speaking is for most persons and 
‘wondered what has been strong enough 
to induce him to so suffer. What are 
the prizes which induce a man to leave 
his comfortable home and regular meals 
to go jolting around the country in pur- 
suit of banquet food and the sleepless 
marathon that convention travel often 


becomes? , 
There are some men whose motives 


are fairly simple to diagnose. They 
occupy positions where speaking is part 
of the job. Others have a cause for 
which it is to their interest to speak 
as often as possible. Most all speakers 
must be motivated to a certain extent 
by a desire for personal prestige and 
advancement or by the thrill of per- 
forming in public. However, we would 
say that a great many who appear be- 
fore life insurance gatherings are not 
strongly motivated by any of the afore- 
mentioned drives. For what then do 
they seek? We think that the recent 
experience of Henry W. Persons, man- 
ager for Mutual Life at Chicago, gives 


a clue to one source of motivation. 

Mr. Persons had addressed a meeting 
in a distant city at which he counseled 
his hearers not to hesitate to write life 
insurance on their closest friends, Mr. 
Persons pointed out that it is the spe- 
cial duty of the agent to make sure that 
the families of his friends are provided 
for. He characterized delicacy in ap- 
proaching friends about life insuramce as 
a misguided sentiment that the life in- 
surance agent cannot afford. 

Mr. Persons had returned home from 
his speaking engagement and late one 
night was awakened from his sleep by 
a telephone call. On the other end of 
the line was an agent in the city where 
Mr. Persons had spoken. The salesman 
had just closed a $62,000 case on a friend 
he had never before solicited, and 
wanted to thank Mr. Persons for moti- 
vating him to take this action in his 
speech. 

Mr. Persons got no cut in the com- 
mission and he had been wakened from 
his sleep in the middle of the ‘night, but 
he considers that phone call the most 
valuable reward he has ever received for 
any activity. 


Not many speakers can have the for- 
tune to learn that their words were 
translated into such a tangible good. 
Most men on the platform have to be 
content with merely hoping that they 
will provide advice or inspiration that 


“will help at least one of their fellow 


Such a hope makes worthwhile 
the time, inconvenience and labor ex. 
pended in delivering a good speech, 
This hope is the priceless dividend, the 
real remuneration of any speaker. 


men, 





PERSONAL SIDE OF THE BUSINESS 





George Rakow, general agent of Lin- 
coln National Life at Wausau, Wis., a 
director of Wisconsin Assn. of Life 
Underwriters and active in the Wiscon- 
sin Valley association, has been elected 
president of the Wausau Rotary Club. 

Joe Davis, Volunteer State Life, has 
been elected secretary of the Chatta- 
nooga Sales Executives Club. 


Benjamin M. Gaston, who was re- 
ported in the March 24 issue as heading 
a speakers bureau for the American Can- 
cer Society, is a general agent in Phila- 
delphia for Berkshire Life, not Philadel- 
phia Life, as stated in the item. 


Allerton C. Hickmott, vice-president 
Connecticut General, has been elected a 
director of Phoenix State Bank & Trust 
of Hartford. 

Byron K. Elliott, executive vice-presi- 
dent John Hancock, has been elected a 
trustee of Massachusetts Foundation, a 
trust for general education relating to 
the administration and revenues of Mas- 
sachusetts and its cities and towns. 

C. O. Braden, Equitable Society, In- 
dependence, president of Kansas Life 
Underwriters Assn., has been released 
from the Hot Springs Veterans Hospi- 
tal, where he had been confined most. of 
the past year, and is now recuperating 
in Florida, accompanied by Mrs. Bra- 
den. Mr. Braden hopes to be back in 
the harness for the annual meeting and 


sales congress of the Kansas associa- 
tion May 12-13 at Salina. The program 
is in the hands of Vice-president Elliott 
Beldon, Franklin Life, Salina. 

Prudential has honored the following 
district managers: William H. Hamp. 
ton, Canton, O., for 35 years of service; 
Gordon S. Chauvin, Detroit, and James. 

F. Meehan, New York City; "for 30 years 
and Thorhas D. Cassidy, Stamford, 
Conn., for 25 years with Prudential. 

Paul J. Allen, Equitable of Iowa, To- 
peka, past president of Topeka Life Un- 
derwriters Assn., recently celebrated his 
750th week as a member of the App-a- 
Week Club. He joined the company in 
1931 and has earned membership in 15 
production clubs. 

Easley Blackwood, manager Metro. 
politan, Indianapolis, nationally known 
contract bridge expert was elected presi- 
dent of the Midwest Bridge Conference 
at its recent tournament meeting in 
Minneapolis. 

Paul Becker of Franklin Life has been 
named chairman of the drive of United 
Cerebral Palsy Assn. in Sangamon 


county, Il]linois. 

H. Bruce Palmer, vice-president of 
Mutual Benefit Life, will be a speaker at 
the annual meeting of the New Jersey 
Atlantic City 


Bankers Assn. at May 


10-12. 
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~ OBSERVATIONS 


Corking Employe Idea 


The Armstrong Cork Co. of Lan- 
caster, Pa. has developed a_ simple 
method of acquainting each employe 
with the amount of protection he has 
and the amount of retirement he has 
built up through the various company 
programs. Each employe who has com- 
pleted five or more years of service 
receives on every five year anniversary 
4 “bank statement” showing him exactly 
where he stands. 

The statement is a printed form with 
spaces left for the amounts each em- 
ploye has to his credit. There is a blank 
for the amount of life insurance, for 
total and permanent disablement cover, 
for sickness benefits and for hospitiliza- 
tion. 

On a second sheet, the retirement 
standing of each employe is totted up 
in similar form, showing amounts that 
the man receives from the free annuity 
plan, and from the contributory annuity 
plan as retirement income. Also shown 
are the additional amounts the employe 
will receive if his income continues at 
its current level and he is a member of 
the program until his retirement age. 
Within these latter figures is included 
the amount from social security and 
from the uninsured plan for past serv- 
ice. The total yearly retirement income 
is added up and also broken down on 
a per month period. 

The amount is shown of total retire- 
ment income which the employe will 
receive if he lives the average life span 
aiter normal retirement and also the 
amount of life insurance and hospitaliza- 
tion benefits which will be continued 
after retirement. 

The company has issued such state- 
ments to 8,000 employes or 65% of the 
working force. It had found on previous 
surveys that very few employes knew 
where they stood either in the matter 
of protection or of retirement benefits. 
Now every employe can know at a 
glance what protection he has and who 
is paying for it. 


Daily Recruiting Reminder 


One company has suggested that its 
general agents pay daily attention to the 
recruiting task in the following way. 
Rubber stamps are prepared for general 
agents which say “do some recruiting to- 
day.” A secretary in the agency office 
uses the stamp daily on the desk calen- 
dar of the general agent. The stamp is 
better than a formal printing because 
the latter blends itself with the sheet. But 
the fresh stamp continues to catch the 
eye because it seldom appears in the 
same place on the sheet. . 


One Out of Four 


_It is estimated that whenever there 
is a catastrophe in the loss of lives, 
such as Texas City, the crash of a large, 
well loaded airliner, or the sinking of a 
ship, one out of every four or five killed 
will be a Metropolitan Life policyholder. 


Annual Report Dilemma 


_An official of a company which de- 
cided to modernize its annual report to 
policyholders and save money at the 
same time reports that the program has 
leit him in a dilemma. A few years ago 
his company did away with the long, 
formal brochure substituting for it a 
clear and concise report on operations 
on one sheet of paper. Along with this 
report the company offered to send poli- 
cyholders the full and complete report 
of the president if requested. 

The first time this was done 3,500 
policyholders sent for the full report. 
This resulted in a considerable saving 
in cost. A year or so later the company 
hit upon a new system of describing its 
operations in the report to policyholders. 
It presented its figures in such an at- 
tractive fashion that it received 25,000 
requests for the president’s report. This 
may mean that policyholders are taking 


a greater interest in their company but 
it increased costs to send out the im- 
proved reports and now the company is 
not saving any money. 


DEATHS 


ALEXANDER McCABE, 77, insur- 
ance commissioner of California from 
1917 to 1923, died at Gold Beach, Ore., 
from a heart attack while on a motor 
trip. 

WALTER R.- HARRISS, 70, general 
agent for Massachusetts Mutual at New 
Orleans for 38 years, died at his home 
there. He was a native of Harlem, Ga. 

LEO WELSH, 57, manager claim de- 
partment of Mutual Benefit H. & A. in 
its White Plains, N. Y., office, died there. 

MRS. JACK LAUER, wife of the 
prominent Cincinnati insurance broker 
and Million Dollar Round Table member, 
died at Miami Beach after a brief illness. 

ARTHUR O. THUERMANN, 53, dis- 
trict staff ‘manager of Prudential dis- 
trict 1, Milwaukee, died after an illness 
of two months. He had been with Pru- 
dential more than 20 years. 

ARTHUR E. WARD, 64, well-known 
life and general agent, died at Portland, 
Ore., following a short illness. For some 
years he was with Equitable Life of 
lowa and later opened his own general 
writing agency. 

JESSE P. WHITE, 75, who retired in 
1940 as Sandusky, O., district manager of 
Metropolitan Life, died. He served 25 
years aS a manager. 

















Convention Dates 





April 22, zone 2 National Assn. of In- 
surance Commissioners, Wilmington, Del. 

April 24-25, American Life Convention, 
regional, Shamrock hotel, Houston. 

April 27-29, Midwest Management Con- 
ference, French Lick Springs, Ind. 

April 27-29, A. & H. conference 
L.I.A.M.A., Edgewater Beach hotel], Chi- 
cago. 

April 30-May 2, Southern Round Table, 
Life Advertisers Assn., Hotel Shamrock, 
Houston. 

May 1-3, J. S. Chamber of Commerce, 
annual, Washington, D. C. 

May 4-5, Insurance Federation of 
Pennsylvania, annual meeting, Hotel 
William Penn, Pittsburgh. 

May 5-6, West Virginia Life Under- 
writers Assn. annual meeting, Daniel 
Boone hotel, Charleston. 

May 6, Louisiana State Life 
writers Assn. sales congress, 
Rouge. 

May 8-10, L.I.A.M.A. combination com- 
panies meeting, Grove Park Inn, Ashe- 
ville, N. 

May 11-12, 
States, Columbia 
River, Ore. 

May 11-13, 
Statistical Assn., 


Under- 
Baton 


Club of Pacific 
hotel, Hood 


Actuarial 
Gorge 


Insurance Accounting & 
annual, Statler hotel, 


May 12-13, Kansas Life Underwriters 
Assn., annual meeting and sales con- 
gress, Salina. 

May 12-18, Ohio Life Underwriters 
Assn., Biltmore hotel, Dayton. 

May 15, Hemispheric Insurance Day, 
Waldorf-Astoria, New York City. 

May 15-16, Assn. of Life Insurance 
Counsel, spring meeting, Greenbrier, 
White Sulphur Springs, W. Va. 

May 15-17, Canadian Life Insurance 
Officers Assn., annual, Seigniory club, 
Montebello, Que. 

May 18, St. Louis Sales Congress. 


May 18-20, Florida Assn, of Life Un- 
derwriters, Biltmore hotel, Palm Beach. 

May 22-23, Life Office Management 
Assn., spring conference, Hotel Fonten- 
elle, Omaha. 

May 22-24, annual meeting of the 
Home Office Life Underwriters Assn. at 
the Hotel Statler in New York City. 

May 24-26, Life Insurers Conference, 


annual, Broadmoor hotel, Colorado 
Springs. 

June 1-2, Life Insurance Assn. of 
America, spring meeting, Chalfonte- 


Haddon Hall, Atlantic City. 
June 17, North Carolina Sales Con- 
gress, Charlotte. 








Logan R. Ritchie, who has been an 
examiner for the Virginia insurance de- 
partment, has been appointed deputy 
commissioner of banking. 
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Deposit Administration 
Plan for Collective 


In Force Ranking Shown 


(CONTINUED FROM PAGE 4) 





Bargaining Pensions 


Equitable Society has developed a de- 
posit administration contract designed 
as a funding vehicle for non-contribu- 
tory pensions evolved f i 


Carolina Mutual 


where annual 
$12,000. Cases with less than 500 lives 
require special consideration. 

The plan fits into the needs of man- 
agement adopting [ ini 
mum funding which the company said 
be traced to the i 
sinking large funds into pension plans 
which might not last through the next 
and on union desire 
to get a plan started which might later 
be enlarged and improved. 

The contract calls for the purchase of 
ities at retirement according to the 
formal plan and permits prepayment of 
the cost of annuities without specifying 
funding requirements. 
put up reserves as employes retire or in 
advance on a sound actuarial i 


Atlanta Life, Ga. 


American Mutual 


desire to avoid 


bargaining session, 





An employer can 


Illinois Bankers 


Amalgamated, N. 





the liabilities outside the contract. 

Interest at 244% is § 
contributions placed in the deposit fund 
during the first five years and the ini- 


guaranteed for all | ark 
Philadelphia Life 


oo. Ben., Kan, 


until the part of the deposit said wed 
The plan provides for the integration 


payments be handled outside 
tract though it is possible to have such 
payments made from the deposit fund up 





National Guardian 
would be purchased. The contract will Montreal Life, Can. 
be discontinued if the employer i 

quired to substitute another plan as a 


result of union agreement under which Farmers & Bankers 


Credit Life, Ohio 


employer and the company. 
done the deposit will be turned over to 
less an expense and liquidation charge 
f The contract will also be dis- 
the employer fails to 
make a purchase payment for a retiring 
employe and there is insufficient money 
in the deposit fund. 


De Mian With Arthur Milton 


Arthur Milton, general agent of Pos- 
tal Life at New York City, 


duction work in the city 








Wisconsin National 


Fidelity Union, Texas 


EGISTERED POLICY PROTECTION” 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


Mutual Savings, Ala. 





Lincoln Liberty, Neb. 
Lincoln Income, Ky. 











Total 


Insurance 
In Force 


146,241,142 


141,767,776 


137,041,659 
136,315,242 


135,182,763 
133,729,599 


133,444,105 
132,831,908 
131,573,010 
131,237,686 
128,456,331 
128,125,977 
128,071,405 


126,435,319 
126,053,000 


123,422,366 


116,628,709 
116,094,284 
114,374,189 


114,296,971 
113,707,307 


112,239,991 
111,779,222 


110,003,442 


109,508,032 
109,491,547 


107,454,825 
104,412,936 
104,124,061 
193,908,886 


103,731,138 
103,271,926 


100,398,276 
99,009,560 
98,950,205 
97,223,406 
97,140,972 
94,702,648 
93,435,982 
91,306,487 


90,715,170 


89,245,256 
87,637,861 
87,164,649 


82,769,948 


*82,460,733 
$1,120,118 


80,772,421 
80,051,990 
76,582,535 


*76,267,292 
73,903,329 


69,801,967 
68,704,155 
68,582,067 


68,101,364 


65,483,148 











Hoosier Farm Bureau ......- 


Group . ae 1,892,277 
National Life, Ia. sie etd io siaconbs udes 
Universal Life, Tenn. .........- 

Industrial ...... 49,127,909 
Bankers H. & L., Ga........ 

Industrial ...... 5,100, 480 
Union Life, Ark. ...... 

Industrial ...... 12,456,591 
Policyholders Nat. .....++eeee+5 
Pyramid, B.C... cc cccc se sevscse 

Group ... 49,012,202 
Mid- Continent, “Okla. ervnes warata 
National Fid., Mo. ....ccccocces 

Group <cccccee. 2,973,717 
American Life, Ala. ....-+++e0-. 

Industrial ..3... 24, 323, 698 

Group .... me 288,750 


or 
Pioneer Mutual. 2, DM, wisieencmes 
Midland Nat., S. D. 


CHEOMT -o.005 0.9000 298,100 
Benefit Assn. of Ry. ‘Emp eee: 
Group ccccerces 45,727,589 
Jefferson Nat., Ind. ....-++.e0-- 
GYOUD  .ceeccce 70,840 
Constitution “Life, Cally. sscccnscs 
Industrial ...... 7,108,798 
Group pecans 15,613,643 
Pilgrim H&L, Gee sicounes 
Industrial ...... 46, 434, 446 
Great Nat., TeX.....ccccccscoces 
CEE wicca cesses 2,810,234 
Family Fund, Ga. .......02cese6 
Standard, Ind... ...2..0-+%. meee 
Bankers L&C, Ill 2.1... eee ee eee 
Industrial ...... 8,133,395 
Oe ee 2,397,500 
World, NOD, 2... ccccceccedees 
Group ..ceceess 7,637,900 
Met. Seeeerve, TAR. . 62:62 .22505. 
WOR a 56 9-49 bin. 5. ed eelerne aioe 
MIMENOG MOOT VIOSS 6 6.635 ick ccs tive nes 
pS errr ere 


Wisconsin Life 
Golden State Mut 
Industrial ...... 
AU AMOR, Libis soci ceecse csi 
BPOED. cccccedcs ‘ 08 
Metropolitan Mutual, Ill........ 
Industrial ...... 49,092,269 
Givard EAte, PO.e ccc csccecvccesas 
Standard Life, Miss............. 
Industrial ...... 18,742,791 
Atiantic Caast, Bs: Coc.cccccvccvces 
Unity Mutual L&A............. 
Industrial ...... 43,341,664 
MICRO FIG <6 occa wcewesicsicass 
ou, ares 5,2 
Commonwealth L&A 
Industrial ...... 
co are 
Midwest Life, Neb 
WOMOO TAINO  iivics asec 
Pioneer Amer., Tex 
Expressmen’s Mut., je 
Western Reserve, Texas tb mig es 
TEPOUD  ccccccsss 1,043,000 
Pomtal Tile, Ne. Yas ccciccciencowas 
oo: 273,737 
Mutual Savings, Mo...........0. 
BPOUM <cas ccs 518,550 
MroekierG Tite. TW... ss. caces ccas 
Industrial ...... 19,365,198 
Century Life, Texas... ...ccce 
Pennsylvania Mutual .......... 
Industrial ...... 26,307,901 
Ce eee 10,000 
American Reserve, Neb......... 
Great Amer. Res., Tex 
ae eae 
Ky. Home Mutual 
PROM 66:6 48s 4-06 
American H&L 
oo 
Home Friendly 
Industrial ...... 
Govt. Personnel, ms 
ROTI hs, Sidiice reac esioa ease « 
CO! rr 
Afro-American, 6 
Industrial ...... 34,923,754 
Natl. Pub. Service, Wash....... 
RR oi. 5 s 9 0.0% 
Western States, 
Pyramid, Ark. 
Southern Farm 
Mutual Service, 




















GEOWD ws scceses 
Guardian Internatl, Tex........ 
Nati: Old Dime, AV. «63.06. ces 
COmmtal SEATON, Genk sos scien cues 
Industrial ...... 4,804,664 
GOURD .sicusecs 1,938,859 . 
Mmatern. Lite, Ne Foci. ose eas 
GROGD  o.c6.6c.wees 344,495 
Woodmen Central, Neb......... 
Homesteaders, Iowa .........4+. 
Parmetto: Brate, B.. Cis <<. <icisscic.cas 
Industrial ...... 30,878,142 
Cosmop. Life, Tenn............. 
Industrial ...... 35,395,291 
Progressive Life, Ga............ 
Industrial ...... 16,331,573 
Co rere rere 13,812,367 
Postal L. & C., Mo.......-+seees 
GORD  ccciesece 138,474 
State Wenerve, Tex... 0.0 200ccscs 
GOURD ccvececss 1,686,750 
ere ere 
Industrial ...... 2,036,781 
Bankers Union, Colo............ 
Cire Fille, IM. Bs oie is sec ean 
Group ......... 537,700 
Great Lakes Mutual............ 
Industrial ...... 30,385,420 
Universal Life, Va........ Cones 
Guar. Reserve, Colo............. 
Industrial ...... 14,104,873 
GEOGED- sicecs ves 1,403,500 
Weta THIS, TAs. 6.68.50 a0 se 50 
Group ...cccee. 320,000 
Guaranty Union, Calif.......... 
GroQp.. .ess0. aut 810,255 
Mammoth L&A, Ky............ 
Industrial ...... 29,620,731 


Total 
Insurance 
In Force 
63,978,316 


63,241,26) 
62,781,829 


62,027,393 
61,569,619 


1,272, 286 
ry 100 269 


60,943,360 
60,808,626 


60,639,156 
39,783,467 
59,346,819 
58,070,986 
37,486,977 


56,911,540 


56,465,496 
55,291,637 


52,194,039 


52,021,959 

1,589,579 
51,536,975 

*51,433-174 
50,805,566 
50,598,002 


5 





50,236,810 
50,017,269 


48,396,711 
48,336,723 


*48,255,122 
47,005,164 


46,653,654 
46,446,270 
45,282,476 
$5,083,355 
44,790,505 
44,012,095 
43,820,580 
43,714,301 
43,599,130 
$3,506,434 

3,206,477 
42,441,024 
42,259,144 
$1,559,765 
41,496,442 
$1,481,832 
40,238,215 


$1,028,989 
39,804,038 


39,776,875 
39,219,095 
39,073,707 


34,025,057 
. rib 






$8,248,885 
28 ,240, 220 
38,205,434 


37,951,766 





36,340,390 


35,650,393 


34,619,330 
34,295,616 
33,756,735 


$2,860,850 
32,491,425 


$2,147,670 


31,114,447 


30,401,182 


Yim 
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Northwestern, Wash. 
BPOUEE ccceseses 1,674,500 
Witited Wile; Fie... ssc cece. 


Philadelphia United 
Life of America, Tex... 


Industrial ...... 
Olympic Natl, Wash 
Superior Life, Pa............... 
Wath. Bawity, AYRs <60% 5 cic ccc 
Standard Life, Pa.......560e-6 
Columbian Mut., Tenn.......... 
Commercial Life, Ariz.......... 
GrORP. csc sccecs 71,000 
Southern Life, Ga.............. 

ROO vg wices-cs< 10,061,650 

Bank Loan ... 2,514,356 
Bankers Mutual, Ill............. 
TUTOL TAlO, TeSGGec nc csc s 
American Home, Kan........... 
Guaranty Income, La........... 
Commercial Travelers .......... 
Emp. State Mut., N. Y.. 
Industrial ...... 

GOED ci ieieess 





Federal Old 
United Amer., 
College Life, 
Sunset Life, 
Great Northwest, 
weeuerve Tite, TOR 6c ke vc ckeess 
Industrial 1,716,295 
Old Dominion, 
Service Life, 
Southern States, 
Victory Mutual, 
Industrial 
Loyal Protective, 
CIO. bac hat cd 
Domestic L&A, 
Industrial 
Pyramid, 
State Mutual, 
Industrial 
Group 
Kansas 
Guar. 
Maryland 
Industrial 
Industrial 
Philanthropic, Pa. 
Progressive, N. J 
Industrial 
Group 
American 
BPOEUM. Dey TUB 6 0c ob bo 84600 a8 
United Mutual, N. 
{Industrial 
George 
Group 
Great 
Employers 








Wasi a Waite Se a rauate cd 
5,985,302 
340,500 





Farm 

Reserve, 
Life 
Bete, eet. Sock cc ns 


18,843,077 
306,500 


Washington 
American, 
Life, Ala 





Industrial ...... 84,600 
CGR nee tees 16,526,950 
Weems Sees Nc ko oh ec cee ees 
Industrial ...... 12,329,728 
GROUP cisesecss 1,537,500 
Souther: Nath, Las... iis ccc ces cs 
Industrial ...... 17,026,322 
Modern Life, Minn......0cccos 
Conmtcal...Tat@, Wiesicc cedeccvcewse 
Industrial ...... 15,668,399 
Pubiie Savings, 8s -C.is... 005-3: 
Lincoln Mat., Neb... 2... 6cseves 
State National, Ha.........66.6. 
Beneficial Std., Calif............ 
Gibraltar Life, Tex...4 2.65 006%. 
DAMNING, EMEG? 565.6. 5s oh ein os 
Nat. Bducators, Tex. ......05.. 
PeGerat TA86 G@& COG 6i ok 6 ccs 
Porest LAW, Cal. os. once cas 


Independent, 
Industrial 
Woodmen Central, 
Group 
Midwestern 
Group 
Peoples Industrial, La. 
Mutual Benefit, Md. 
Industrial ...... 
Texas State 
Savings Bank, Conn. 
Group 
American Std., D. C. 
CORE 6.i5.4 6505 
Brotherhood Mut., Ind. 
Group 
Puritan Life, R. I. 
Group 
Dixie Security, S. ¢ 
Industrial 
Pierce Ins., 
Group s cwsieeess 
Citizen Home, Va. 
Richmond Ben., Va. 
Industrial 
South Coast, 
Western Nat., 
Industrial 
Amal. L. & H., Ill. 
GROG .cccccce- 
Pioneer L. & 
GROUP s.6¢626- 
Grange Mutual, Ida. 
Manhattan Mut., Kans. 
Assoc, Funeral Dir. 
Southern Aid, Va. 
Industrial 
International Life, Tex. 
Industrial 
Inter-Ocean, 
Industrial 
Group 
Comm. & Ind., 
Group 
Provident Indem., Pa. 
Old American, Wash. .......... 
Excelsior, Texas 
Industrial 
Equitable Invest., Ark. ........ 
American Home ‘Mut., pk ee 





United, 


Ind. 


2,891,000 








ic ae 9,516,231 
10,062,530 
ee 7,946,926 
7 dene 285,000 
WORGSs 6 6kd6tasex 
3,116,073 


Industrial ...... 9,806,847 
Group ..... 35,625 
Southwest Res., Tex. eicetene ces 
Profess. & Bus. LCL ly Mpeemeee rere 
Industrial ...... 1,128,909 





Total 
Insurance 
In Force 

30,183,039 


*29,808,908 
*29,320,857 
29,305,535 


29,254,722 
*28,966,843 
28,113,667 
28,015,134 
27,698,362 
26,918,998 





26. ,346,820 
26,002,784 


22,078,399 





20,616,° 
20,482,866 


20,131,500 
19,928,637 
19,785,691 
19,555,252 





*19,509, 752 
19,150,577 


*18,896,162 
*18,452,688 
18,215,810 


18,144,251 


17,658,561 


17,166,922 


16,954,989 
16,450,899 


*16,345,284 
16,147,331 
*16,047,194 
14,961,572 
14,523,688 
*14,478,246 
14,371,267 
13,862,626 
13,432,008 
13,338,420 


13,248,979 
13,047,165 


+*12,937,136 
12,713,626 


12,169,275 


*12,057,356 
11,957,653 


11,938,791 
11,899,383 


+11,879,000 
11,505,948 
11,494,295 
11,283,343 
*11,268,914 
10,919,245 
10,691,619 


10,382,646 


10,183,192 


*10,161,745 
10,080,413 
9,917,162 


9,874,544 
9,842,472 


9,758,050 
9,610,109 



































Smick Opens Own Office 

J. J. Smick, for the past four years 
with the New York actuarial firm of 
Woodward & Fondiller, has opened his 
own consulting actuary office at 38 Park 
Row, New York City. He was 16 years 
with the National Council on Compen- 
sation Insurance. 

In his new venture Mr. Smick will do 
general actuarial work, including pen- 
sions, where he has had considerable 
experience. He is a member of the 
American Pension Conference. He was 
a member of the advisory board on in- 
dustrial health and hygiene for the 
Atomic Energy Commission. 


BRANCH 
MANAGER 


A very company 
with an established office is look- 
ing for a Branch Manager. This 
man must have monthly pre- 
mium life and A&H experience 
and be able to handle all the 
functions of a monthly premium 
office. Salary starts at $7,500. 


FERGASON PERSONNEL 
330 S. Wells Street HArrison 7-9040 
Chicago 6, Illinois 





progressive 














"| WANT ADS 


Rates—$12 per inch per insertion—I inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office —175 W. Jackson 
Blvd, Individuals placing ads are requested to 
make payment in advance. 


THE NATIONAL UNDERWRITER 





SPECIAL AGENT-MANAGER 


Colorado territory—several thousand auto-fire- 
life customers in territory — with established 
agents and income. Must have Life experience, 
recruiting, training management ability, knowl- 
edge of fire-auto desirable. 


Write State Farm Insurance Companies 
1024 Patterson Building 
Denver, Colorado 











Total 
Insurance 
1950 1949 1940 In Force 
DS EE Pa az Winston Mutual, N. C. .......-. 9,568,535 
Industrial ...... 
BO Pres Co ase 4 Guaranty Life, Ga. .......0...- 9,435,422 
Industrial ...... 8,869,733 
Mao aaecls bene State Nat., Mo, ...ccccccsccdec 9,288,050 
GROUP .cccccses 2,992,777 
NOS 0%.6 Ss Gs Virginia Mut. Benefit........... 9,223,617 
Industrial ...... 8,468,504 
WOES ook eke ils Sin a Gause-Ware Serv., Tex. .......-- 9,122,290 
Industrial ...... 8,230,900 
BN 6 ose ses wa Dizie L. & H., FIG... occ cccecse *8,905,883 
eee Mome Lille, Us. <0. ec csccscses 7*8,765,856 
i Ae Rushmore Mutual, S. D. ....... 8,764,156 
ee “algars Lafourche Life, La. ........... *8,433,726 
WRONG ache balk weg eek Eee DO BONS ce <eerccceces *8,300,020 
OM ee coeut Kees American Life, Md. ........... *8,267,908 
PEE feceeuslees oe Nebraska National ............-. 8,117,702 
ee rap arene First National, Ariz. .......... 8,096,953 
A Pear Rie eeeeor eae American Fid., Tex. .....scecs- 7,860,278 
B Weemeeer Tite, Fe. cc cc cc cs csieccs »827,809 
ING. ice ee tees 51,000 
Evangeline L. & A., La......... *7,690,791 
Pioneer Nat., Kane. .....ceceee 7,672,806 
Great Lakes, Ill. ...ccccccccces 7.634.236 
GRO 6 ces ccess 3,165,893 
Western Amer., Nev. ......-:0-- 7,503,500 
Feet Sats, TE oc cc ccscvaces 7,484,38 
Industrial ...... 94,62 
Prov. Home Ind., Pa. «+. *7,442,456 
Unity Eife; Tenn. 6 oi soos wet ces *7,409,963 
Citadel Life, Tem. «2. ncncvsses 7,261,914 
GrOUD cc ccceses 204,000 
Armed Forces Mut., Tex........- 7,968,337 
Franklin Nat., B.C. ccdscsceecs 7,061,836 
StanGard Ind.; We. ..cccecsscecs casiees4 
No. American, Miss. ........... *6,642,475 
PMBCOTMOTIVG, Tile ccc cccceicecesces *6,631, 050 
Provident, D. C. cc.ccccueats eves H q 
City National, Tex. .....ccceccs 
Pennsylvania L. H. & A........ 
Industrial ...... 5,111,864 
GROM .ciesnceas 284,500 
. Pe See Western Mutual, II]. .........- 6,213,314 
pF ae ee Dunbar Life, Ohio ........see+. 6,028,601 
Industrial ...... 4,551,845 
SEG ccc teenies Nat. Bankers, Tex. ....--cceees 5,479,963 
Mai 6a Re RD Nat. Standard, Fla. ......csee-. 5,439,109 
Industrial ...... 1,255,052 
Co errr 360,000 
MNS soe aia one’ Patentty Neti, AvBs: «oss bidewcees 75,201,500 
DSR Perec re Oe Great Eastern, Col. .....cccecees 5,183,424 
Industrial ...... 3,823,554 
BOE ce . Sivae Gece Central Life, Man. .. 0s csccececs 5,117,488 
Co ae tamer ac ee Site tan & Bue OMe cc civaciecacs 5,061,741 
(oo) ie rar para 969,500 
er ae Security State, Ida. ...ccccccsce 
eerie metro Crlifornia. Lille 2... ccicccsvcevss 
MG ses thea vee Companion Life, N. Y. ........ 
NN dee e908. be Southern Nat... Tex. .....c8cess 
CU, Sa rarer erase a Union Liberty, Md. ............ 
ot AR eee ree Wis. State Fund ....s.ccccsecee 
GN ate Oe C4 Professional, Fie. ..sccccevess. 
Reine Cie asetes Watentiower, TEE. .66cccccsvzes 
Industrial ...... 3,518,997 
ea Pea ee Pederal Life, D.. C. .ccccccccvcs *3,662,691 
ps Se es eee Central Assur., Ohio ........... 3,515,387 
Co) eee 470,000 
May reek eee kc Service L. & H., S. C. ....ccee.e 3,177,670 
industrial ...... 1,686,458 
Mea kp as ee ae ees Capital Cy, De Cis cece sccevese *3,135,635 
1) SR ear ere bg a ee ee 3,106,440 
MBM eine Soe eee BRUSGNE Bate, BR Ce csc ccccviccses *3,092,770 
GIO cnebe en aeken WOES DPM S60 beer ecideeeeuues *2,838,759 
11 area ee ae eee American Farmers, la. .......-- 42,708,790 
MRS a's oid Oe en Lincoln Republic, Pa. .......... *2,653,964 
C1 ear yore Citigene Nat., Id. «cccccccscese 2,620,556 
yea are eras Insuromedic Life ........+++++.. 2,502,259 
(1 Perr rye Rural Security, Wis. ........... 2,456,900 
Wh oes tenes Southeasterm, &. Ci. ..cccccsccees 2,332,856 
Co APPT errr ee Delaware Mutual ............-- 2,321,825 
Meee oes oe eee eee Columbia Mutual, Ia. .......... 2,301,806 
i LEE ee re Southern Life, Md. ....6...ccees *2,133,523 
Ceara ere” Piedmont Ins., Ga. ... 2,107,260 
CS | See Pere Independence Mut., N. C. ...... 2,075,578 
Industrial ...... 1,866,028 
Bil er wawe sae e eet Tees) Stand. Tem. «6s ccsevvcecss 2,028,800 
eee ere eer Fidelity H. & A., Mich. ........ 2,006,299 
BE cask sey >  : free rer ee tee 1,993,384 
Industrial ...... 1,178,884 
GEG oe cicva ce ean oe General Life, Ga. .......- dene 1,970,162 
GO eee riaciner cays Columbus Nat., Ga. ......+e6-. 1,911,750 
Industrial ...... 323,750 
GROG sc cciesss 1,520,000 
Yt ER Oe eee Westland Life, Cal. ...........-- 1,716,994 
GB ios catutes Citizens Life & Cas. ........... 1,708,616 
Industrial ...... 1,054,717 
QO si Keser eevee Western Mut. L. & C., S. D..... 1,670,100 
fae Pa et ee Universal Sec., Tex. ...........-- 1,645,500 
Gita n < rite Independence L, & A., Ky. ..... 1,638,889 
Industrial ...... 963,874 
OER ees oad evade as Zurich Life, N. Y. ...ccsccccese 1,581,600 
Co rr 1,577,600 
GOW accu cevencar« Conger Life, Fla. .........s.0e- 1,580,662 
Industrial ...... 1,463,626 
CT er re American Home, Ia. .........-- 1,402,044 
MD a a5 wc bith ta dct oo Old American, Mo. .......+.+.- 1,313,004 
| PI Bagles Nat., OR1O ..c.c.ccieeee 1,231,335 
Ree ee rere Bquit. Ben. Mut., Pa. ....ccves 7*1,172,684 
po es rer Combined Amer., Tex. ......... 1,087,200 
GROUP ccccdcvess 354,000 
GE ites thn ve Lee National, La, .......++eeee- 1,086,730 
GIGUM saciecca 16,002 
GGG es de canes Nat. Masonic, Ohio ..... secs 1,066,807 
Yee ee ee Commonwealth Ben., Pa. ....... *1,001,867 
Mae ine Wie cannes Churchmembers, Ind. .......... 865,020 
EEE POE Pee Home Owners, Tex. ........+-. 666,064 
MEG eas ak eneees.s Standard Res., Tex. ..........- 7576,450 
Gee he hsay sa aen U. 8. Nat, Lt, ccscsecercnccesas *486,608 
ey rer Amer. Standard, POR; 00 dks ‘ *483,750 
Rae Par oe ee Pioneer, NeD.~ ... ccc ccc ccccces 451,597 
Industrial ...... 4,939 
ee Ce eee Fidelity Nat., Colo. .....0--e.ee- 149,000 
y ARE he Nat. Security, Tex. ...ccccccccee 55,000 
to ROR recor Horace Mann Life, Ill. ......... 50,000 
P| PPO eee Tee Wivet: Eile, TERED ccccccvccvcves 15,000 
1948 1949 
Total Ordinary .ccswsecsccesesess $147,120,559,226 $157,312,920,153 
Total Industrial .......cccceccse 32,678,749,751 33,585,713,101 
Total GUGGH 2c ccccccvsesccccvcuecs 40,939,410,514 45,047,686,191 
Total All Classes ............ $220,738,719,491 $235,946,319,445 





*All Industrial. +Figures as of Dec. 31, 1948. 





OFFICE FOR RENT 


39 S. LaSalle Street, Chicago. Half of two-man 
suite. Reception and secretarial space. Suitable 
for insurance broker. $80 and services. Financial 
6-4466, or address Z-71, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








PASADENA OFFICE SPACE 


Office space available in Class "A" building on 
most important corner in Pasadena. From 200 to 
20,000 square feet. Parking. Write T. D. Rogers, 
9014 Wilshire Bivd., Beverly Hills, California. 








WANT YOUR OWN AGENCY? 


General Agent opening in St. Cloud, Minne- 
sota for Experienced Life Agent. Liberal = 
missions; New Man Training omg ye 
Non-Can Guaranteed Renewable H & A ~ 
Hospitalization. Your confidential inquiry in- 
vited. 

Pioneer Mutual Life, Fargo, North Dakota. 








AGENCY SUPERVISOR 
Central Pennsylvania Area 
Sporty a old line ow Recess bones 


pany. ys salary 

po hay Replies treated poadenfiallye erry: 
dress Z-54, “4 National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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| 
| SALES MANAGER 


Middle Western company wants Sales 





Manager with at least a ten year expe- 


rience in recruiting, training and super- 
| vising salesmen. Salary and bonus. 
| This is a better than average opportu- 
| nity. Permanent, developing position 
with growing company operating na- 
tionally. Write in confidence to Z-66, 
c/o The National Underwriter, 175 W. 


Jackson Blvd., Chicago 4, Illinois. 


| 


| 
| 
| 
| 
| 
| 
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°*25 to 49”’ 


IT’S READY FOR YOU TO SELL — Pruden- 
tial’s liberalized Group Disability Benefits Policy 
for New York employers of 25 to 49 employees, 
inclusive. Sell it now for the July 1 effective date. 


This Prudential policy provides benefits greater 
than the minimum DBL requirements. It has all 
of Prudential’s easy-to-sell, easy-to-administer fea- 
tures. No Home Office underwriting is required. 
The flat, per employee premium rate is easily ob- 
tained from readily available data. 


Whether you wish to meet the needs of “4 to 49” 
or “50 and over” employers — see us for complete 
sales and service assistance on policies providing 
statutory or more liberal benefits. Don’t Be Late— 
well-known, no-charge, “know-how” 


use our 


service. 


Brokerage Specialists 


EUBANK & HENDERSON, MANAGERS 


Downtown Agency 
The Prudential Insurance Company of America 
40 Wall St. — Digby 4-0040 — New York 5, New York 


For Sales' Sake — Watch These Ads 























ACCIDENT AND HEALTH 





Case Ohio A. & H. 
Association Head 


At the annual meeting at Columbus 
of Ohio Assn. of A. & H. Underwriters, 


William A. Case, Inter-Ocean, Cin- 
cinnati, was elected president; L. J. 
Erlsten, Hoosier Casualty, Canton; 
William A. Knight, Federal Life & 


Casualty, Cleveland, and R. W. Bickel- 
haupt, Mutual Benefit H. & A., Cin- 
cinnati, vice-presidents; Homer Tran- 
tham, Insurance Federation of Ohio, 
Columbus, secretary. Charles U. Pugh, 
Loyal Protective Life, Columbus, re- 
tiring president, becomes chairman of 
the trustees. 

A resolution was adopted opposing 
the provisions in H.R. 6000 providing 
for an increase of the taxable wage 
base from $3,000 to $3,600, total and 
permanent disability benefits, and the 
payment of a death benefit for all in- 
sured workers. The association said that 
under the pay-as-you-go system now 
being followed under social security 
there appears no need to raise the tax- 
able wage base. Another resolution 
adopted opposed “any form of com- 
pulsory health insurance or any sys- 
tem of political medicine designed for 
bureaucratic control.” 

Speakers were John B. Lambert, Mu- 
tual Benefit H. & A., Cleveland, vice- 
president International association; E. 
H. O’Connor, Insurance Economics So- 
ciety; W. B. Cornett, vice-president 
Loyal Protective Life; Alfred K. 
Perego, Wisconsin National Life, Mil- 
waukee; Lloyd H. Feder, Reliance 
Life, Cleveland, and Roscoe R. Wal- 
cutt, state senator, Columbus. 





Texas Officers Installed 


Texas Assn. of A. & H. Underwriters 
at a meeting at Houston installed the 
new officers elected last month headed 
by George M. Parks, American Hospi- 
tal & Life, Houston, as president. 

L. C. Woodham, Great American Re- 
serve, Dallas, brought out that many 
managers will join and attend associa- 
tion meetings but that they do not en- 
courage their agents to become mem- 
bers. He said this has resulted from 
the proselyting done when personal 
producers have become active in an as- 
sociation. 

Emerson Davis, Inter-Ocean, Dallas, 
suggested that in the cities where the 
larger associations are located an or- 
ganization of A. & H. managers could 
bring about the correction of this pros- 
elyting problem. He feels that man- 
agers meeting and discussing the matter 
of proselyting will help to develop a 
stronger organization and a more 
healthful condition. 





Tenn. Medical Plan Success 


MEMPHIS — “Further extension of 
voluntary prepaid plans will show that 
doctors and the public can solve eco- 
nomic problems of illness without the 
regimentation of compulsory health in- 
surance,” Dr. N. S. Shofner of Nash- 
ville told Tennessee Medical Assn., re- 
porting that 18 insurers are now selling 
the association’s prepaid medical and 
surgery policy, with applications of 
six other companies on file, and 127,- 
000 persons already insured. He re- 
ported that 1,600 doctors are _ co- 
operating in the plan, which has been 
in operation nine months. 





New Polio Policy 


Farm Bureau Mutual Automobile of 
Ohio has brought out a polio policy. 
In addition to covering the expenses of 
hospital care, iron lung, medical care, 
nurses’ care, transportation, ambulance 
service, the contract includes board and 
room expenses for a member of the 
family who desires to be near the victim 
during the hospitalization period. 


es 


Lundquist Chicago 
A. & H. Assn. Head 


Clayton F. Lundquist of McCormick 
Beatty, Lamb Fergus as president 
heads the slate of new officers of Chi. 
cago A. & H. Assn. presented at its 
April meeting Tuesday and unanimously 
approved by the association. Vice-pregj- 
dents are, Albert H. Wohlers, Young. 
berg-Carlson Co.; Donald C. McVey, 
Meeker-Magner Co., and Harold T 
Roos, Accident & Casualty; secretary 
Miss Marie Meade, Health & Accident 
Underwriters Conference; treasurer, 
Roy W. Holland Loyalty group. 

On the executive board are John H, 
Campbell, Provident Life & Accident, 
retiring president; Irving G. Wessman, 
Loyalty group; Harold L. Bredberg, 
National Service & Appraisal Co.; Ben. 
jamin H. Groves, Travelers; Rober 
B. Kegley, Moore, Case, Lyman & 
Hubbard; Jay De Young, Continental 
Casualty; George J. Mauloff, Royal- 
Liverpool: Jack Olson, Combined, and 
Frank Sherwin, Mutual Benefit H. & 4 
Mr. Wessman was chairman of the 
nominating committee. 

New officers of the women’s division 
of the association, which had charge oi 
this meeting, also were announced, 
They are: President, Carrie Grae, 
Hooper-Holmes Bureau; vice-presi- 
dents, Helen Baltz, Washington Na- 
tional, and Veronica Cardott, Provident 
L. & A.; secretary, Mary Girard, In. 
surance Economics Society; treasurer, 
Marian Zuckerman, United. 

Mrs. Maryland V. Hull, Zurich, re. 
tiring chairman of the women’s division, 
presided after the preliminary business 
meeting and introduced Melvin J. 
Evans, specialist in human engineering 
and editor-in-chief of “Democracy in 
Action,” who spoke on_ developing 
personality as a factor in sales success. 





Sister Kenny Offers Polio 
Policy Through Reserve 


The Sister Kenny Foundation oi 
Illinois is now offering a polio insurance 
plan through Reserve of Chicago, The 
policy offered is the standard polio 
policy of Reserve, but on policies writ- 
ten through the Kenny foundation, Re- 
serve agents have agreed to contribute 
their commissions to the foundation 
to help those who cannot afford the 
insurance. The policies will be written 
through agents. 

Both the insurance company and the 
foundation feel this as the answer to 
what they regard as the mistaken 2t- 
titude that has grown up that the in- 
dividual needs no provision against polio 
and will be automatically taken care 
of should he or his family fall victims. 

The foundation seeks to influence 
citizens to provide for themselves, ex- 


cept where indigent, through the small 


policy fee. 


The Reserve policy costs $5 a yea > 


for a family. The plan covers costs up 
to $5,000 for three years after the ill 
ness strikes and indemnifies against the 
customary expenses. 





Schmitz Los Angeles Speaker 


LOS ANGELES — Walter Schmitz, 
superintendent of accident and sickness 
sales of Occidental Life, spoke at the 
April meeting of A. & H. Managers 
Club of Los Angeles on“Salesmanship.” 

He said agents should be made cor- 
scious of the advantages of A. & H. 
coverage in every household. He ad- 
vised staying away from hospitalization, 
and said the real income is through dis- 
ability insurance. When disability comes, 
living expenses go on and the A. & H. 
salesman should see that the household 
has a guaranteed income. When disas- 
ter comes, a life policyowner borrows 
on his policy, but all other insurance 
save accident and sickness goes out. 
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NEWS OF LIFE 


ASSOCIATIONS 





Washington State Assn. 
Holds Congress at Spokane 
SPOKANE, WASH.—“A  successiul 


life insurance agent must know where 
he is going, who he is going to see and 
what he is going to say” was the pre- 
scription for success laid down by Ches- 
ter G. Raymond, National Lite of Ver- 
mont, one of the panel speakers at sales 


congress here of Life Underwriters 
Assn. of Washington, _ 
Grant Taggart, California Western 


States Life, Cowley, Wyo., spoke on 
“Thirty-Five Years with Dotted Lines.” 
Mr. Taggart said he recently sold $500,- 
000 of life insurance in one family. His 
total sales last year were more than 
$2 million. 

Other speakers were Clyde D. Mer- 
chant, Tacoma, president Washington 
State association; Gordon C. Hockaday, 
Spokane, congress chairman; Frank H. 
Brown, Lowell, Wyo., Lawrence J. 
Evans, Portland general agent of North- 
western Mutual Life “Sales Prospects 
for 1950"; Wallis Boileau, 2nd_ vice- 
president of Penn Mutual, on “Remem- 
per Me.”; L. S. Roscoe, director of train- 
ing of Occidental Life, on “Objections, 
Symptoms, Diagnosis and Treatment 
and Newell C. Day, Equitable of lowa, 
Davenport, on “Blueprint for Happi- 
ness. 





Oregon-Columbia Sales 
Congress Held at Portland 


PORTLAND, ORE.—About 400 life 
men from Oregon and _ southwestern 
Washington attended here the annual 
Oregon-Columbia sales congress here 
sponsored by Portland Life Underwrit- 
ers Assn. 

Among the speakers were Wallace 
Boileau, 2nd vice-president of Penn Mu- 
tual Life; Newell Day, Equitable Life 
of Iowa, Davenport; Charles E. Cleeton, 
Occidental Life, Los Angeles, secretary 
of N.A.L.U.; Lester S. Roscoe, director 
of field training of Occidental Life, and 
Richard E. Pille, vice-president in 
charge of agencies of Mutual Benefit 
Life. 

At the luncheon Frank N. Belgrano, 
Jr, president of First National Bank, 
discussed “The Part That Life Insur- 
ance Plays in Our Economic System” 
and at the evening session Edgard W. 
Smith, president Portland chamber of 
commerce, spoke on “The Life Under- 
writer of the Future.” 





North Jersey Slate 


Northern New Jersey Assn. of Life 
Underwriters at the April meeting heard 
Harry S. Redeker, general counsel Fidel- 
ity Mutual, discuss service opportunities 
in advanced underwriting. Frank H. 
Jannuzi, Fidelity Mutual, was nominated 
ior president to succeed William Konow, 
Prudential. 

Other nominees are Philip Gillis, 
Provident Mutual, 1st vice-president; H. 
Horton Humphrey, Aetna Life, 2nd 
vice-presidentfh Stanley Aquilino, Met- 
ropolitan Life, secretary; William Archi- 
bald, Home Life of New York, treas- 
urer, 


Self-Organization Urged 

H. Lee Jones, Amicable Life, San An- 
tonio, speaking before Austin Assn. of 
Life Underwriters on “The Value of 
Self-Organization,” said anyone who 
will go about selling life insurance in a 
business-like way can succeed. 

When he consistently wrote one “app” 
a week, he found that if he coordinated 
his work he wrote two applications per 
week. Then he raised his goal to one 
application each day. This, he said, will 
olten result in two applications for the 
ay. 

Mr. Jones is at his desk at home by 
8 each morning and lines up his day’s 
work before he starts his rounds. He 
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makes 12 calls each day and has two 
selling interviews. 

Boyd Weide, Minnesota Mutual Life, 
chairman of the local L.U.T.C. commit- 
tee, outlined the second part of the 
course. He announced that R. N. Lewis, 
agency manager of Great National Life, 
will be the instructor. 


Hold N.j. Congress May 10 
The annual sales congress of New 
Jersey Association of Life Underwriters, 
usually held at Asbury Park, will be 
held this year in the auditorium of Mu- 





tual Benefit Life at Newark the after- | 


noon of May 10. 

David B. Fluegelman, Northwestern 
Mutual, New York City, and Herbert 
R. Hill, Life of Virginia, Richmond, will 
be speakers. Designated as co-chairmen 


are John W. Wood, State Mutual Life, | 


Newark and Joseph W. Fox, Berkshire 
Life, Jersey City. Attendance is ex- 
pected to reach 1,000. 


Plan Cal. L.U.T.C. Panels 
The L.U.T.C. committee of California 
Lite Underwriters Assn. will organize a 
series of panels at San Francisco, Long 
Beach, San Diego and Los Angeles. 


Levi Bottens, associate director of 


L.U.T.C., will meet with the committee | 


at Pasadena May 2 to discuss plans for 
continued development of the program. 


Speakers for La. Congress 


Speakers at the Louisana Life Under- 


writers Assn.’s sales congress at Baton | 
Rouge May 6 will be Milton O. Culpep- | 
er, superintendent of agencies Metropoli- | 


tan Life; Foster Vineyard, general agent 
of Aetna at Little Rock; John S. 
Thompson, president Mutual Benefit 
Life; Judd C. Benson, president National 
Assn. of Life Underwriters, William 
Walsh, vice-president Equitable Society; 
C. W. Wyatt, vice-president John Han- 
cock; and Martin I. Scott, Equitable So- 
ciety, Los Angeles, past president mer- 
ican Society of C.L.U. 

The state general agents 
agers association will meet 
Rouge the preceding day. 


Kansas Membership 559 
Kansas Life Underwriters Assn. re- 
ports a membership of 599, which is ex- 


and 
at 


man- 
Jaton 





pected to be increased materially before | 


the close of the year July 1, according to 
Martin G. Miller, state secretary, To- 
peka. New local associations at Leaven- 
worth and Fort Scott have been char- 
tered during the year, bringing the num- 
ber of local associations in the state to 
19, Plans are now being completed for 
the annual meeting and sales congress 
May 12-13 at Salina. 


Strong Card at Columbus 


Columbus Life Underwriters Assn. 
will hold its spring sales congress at 
April 21. Speakers will include Judd C. 
Benson, Cincinnati, president of 
N.A.L.U., on “Life Insurance Builds 
Character”; James E. Rutherford, vice- 
president of Prudential, “What Makes 
Them Buy”; C. H. Scheid, New York 
Life, Cleveland, “Ideas That Sell Life 
Insurance” and John Quin, Equitable 
Society, Cleveland, “Don’t Be Afraid to 
Fail.” Wray R. Troutwine is sales con- 
gress chairman. 


Ill. Round Table Seeks Members 

Harry Kliff, Phoenix Mutual, Chi- 
cago, and Cecil R. Williams, New York 
Life, Rockford, will serve as co-chair- 
man of a special membership committee 
of Illinois Round Table. Mr. Kliff is in 
charge of Chicago and suburban area 
and Mr. Williams will be responsible 
for activity in down-state Illinois. The 
goal is 500 members by June 30. 











Roanoke, Va.—A forum on life insur- 
ance problems was conducted at the 
April meeting. Delegates were elected 
to the annual meeting and sales con- 
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St hrough the ages, men have looked to the sword for 


security. All too often, the sword has brought them only 
to serfdom. Today, men can achieve security with a stroke 
of the pen—and at the same time write their own edict 
of independence. This is what they do when they make 
use of the truly democratic institution of Life Insurance. 

We who are associated with Pacific Mutual are 
proud to be part of this great institution of Life Insurance; 
esecially proud that through the basic protection of our 
Pacific Mutual New and Unusual Savings Plan and our 
complete range of Life, Accident and Sickness, Retire- 
ment, Annuity and Group Plans, we can help men attain 


security with independence. 


Foeifte Mutual 


LIFE INSURANCE COMPANY 
Home Office: Los Angeles, California 


GENERAL AGENCIES IN PRINCIPAL CENTERS THROUGHOUT FORTY STATES 
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gress of the Virginia association at Na- 
tural Bridge, May 26-27. 

San Antonio—Woodrow McGill, Pru- 
dential, who for the last two years has 
paid for more than $1 million, spoke on 
“Selling Plain Old Life Insurance.” He 
classified life insurance as unique be- 


cause it affords a plan by which a small 
down payment creates an estate. The 
important selling step, he said, is to 
show why the prospect needs insurance. 
Then get the prospect to state the mini- 
mum income essential for his family’s 
well-being. By so doing, he said, the 





momentum. 


Assets, $123,000.000 


chise. 








The Score at 


At the end of the first half of the century the Washington 
National had piled up a big “score,” and we’re really “be- 
ginning to roll.” From a modest start, toward the end of 
1911, we have come a long way, and we're still picking up 


The score as we go into the second half of the century 
looks good. Here it is (in round numbers) — 
Life insurance in force, $600,000.000. 


Premium income, $38,500,000. 

Policies in force, over 2 million. 

Claims paid daily, over 2,000. 

Operating in 46 states and District of Columbia, with 
over 4,000 local representatives. 

Lines: Life, Accident, Health, Hospital, Group, Fran- 


This old line legal reserve company is in the top 25 per 
cent of life companies, by insurance in force; fifth among 
stock accident and health companies, in premium income. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 
H. R. KENDALL G. R. KENDALL JAMES F. RAMEY 
Chairman President Exec. Vice Pres. & Secy. 
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THE ADVANTAGES OF OUR 


ety AGENCY BUILDING PROGRAM 
d4aae 
Sie " : : 
ais A Financing Plan for new Agents which enables 
+4 the General Agent to attract career men. 
t+ ‘ A well coordinated Training Course .. . 
vert seietretttag Home Office schools and Field Training, in 
’ SAdandais’ our successful field-tested Overall Plan of 
’ programming. 
, 
sseeeseens Liberal first year commissions and 
rsetsasieteses monthly production bonus, plus Pen- 
F sion Plan . . . Successful Sales Aids and 
Incentive plans. 
Write now. Get details of our General Agent’s 
; contract. Openings in Michigan and Ohio. 
Full line competitive policies— 
par and non-par 


prospect becomes the salesman since he 
has set up a goal and realizes it can be 
best reached by life insurance. 

Coffeyville, Kan.—Ralph Wilcott, Busi- 
ness Men’s Assurance, Chanute, national 
committeeman of the Allen-Neosho 
County Association is speaking April 21. 

Wichita—The April 13 meeting was 
devoted to the L.U.T.C. course, which has 
been directed by Maynard Willis, educa- 
tional director of Farmers & Bankers. 
Max Munson, class president, and several 
other members reported on the year's 
program. There were 25 who completed 
the course. Officers will be elected at 
the next meeting. 

Colby, Kan.—Commissioner Sullivan of 
Kansas spoke at the April meeting of 
the Plainsmen association with a num- 
ber of business and professional men 
of the city as guests. 

Fort Seott, Kan.—New officers are: 
President, Peter J. Moore, Metropolitan; 
vice-president, Rudy E. Wrenick, Pru- 
dential; secretary, Fred W. Baker, Jr., 
Prudential; state committeeman, Miles 
(. Birdsall, Metropolitan; national com- 
mitteeman, Gus H. Soellner, State Farm. 

Syracuse, N. Y.—Charles A. Schaaff, 
general agent Massachusetts Mutual, 
Rochester, discussed ‘“Cash—Fundamen- 
tals” at the April luncheon meeting. 

Indianapolis — Sidney Weil, Mutual 
Benefit, Cincinnati, said that an agent 
who worries that he will do too much 
work is in the wrong business, The 
easier the prospect is to sell the smaller 











the policy that is going to be written 
on him, he declared. Four members of 
the graduating class of the Purdue 


school were awarded their certificates. 

Quiney, Til—The nominating commit- 
tee will report at the May meeting. 
Speaker was Samuel Rickard, Metropoli- 
tan manager. Observance is planned of 
the 30th anniversary of the association 
at the June meeting. 

Lansing—Lester Peters, manager at 
Lansing for Metropolitan, described his 
recent trip to Europe and also talked 
briefly on managing a debit. 


Hohaus, O’Leary Featured 

The University of Wisconsin school 
of commerce will observe its 50th an- 
niversary with a program May 9-10, 
featuring as speakers some of the na- 
tion’s outstanding economists and busi- 
ness leaders, including those in the field 
of insurance. The theme is “Mid-Cen- 
tury Appraisal of the American Business 
Scene.” 

Insurance topics to be covered in ad- 
dresses and panel discussions will in- 
clude “Security Through Insurance” 
and “Basic Approaches to Disability 
Benefits Legislation.” 

Dr. Charles C. Center, professor of 
insurance, will serve as chairman of the 
sessions on insurance. 

Insurance speakers include Reinhard 
A. Hohaus, actuary of Metropolitan 
Life, on the problem of the relationship 
of the private insurance company to the 
government regarding the functions of 
each in providing for the hazards of 
old age, death, and disability and James 
J. O’Leary, director of investment re- 
search Life Insurance Assn. of America, 
“Research and the Investment Problems 
of Financial Institutions.” 


TDB Cooperation Praised 


Effective administration of New York 
state’s new disability benefits law will 
depend largely upon the wholehearted 
cooperation of insurance, Miss Mary 
Donlon, chairman of the state work- 
men’s compensation board, told more 
than 300 men and women attending the 
all-industry dinner at Syracuse, N. Y. 

“The splendid and untiring coopera- 
tion given state officials during six 
weeks of almost continuous conference 
by representatives of insurance, man- 
agement, labor, physicians, bar associa- 
tions and other interested groups is 
almost as remarkable as is the law it- 
self,” Miss Donlon said. 


Sullivan Seeks Reelection 


Frank Sullivan, Kansas commissioner 
since 1946, has announced his candidacy 
for the Republican nomination for re- 
election. He is now chairman of the 
executive committee of N.A.I.A. 


April 21, 1959 


AGENCY CHANGES 


Lincoln National has appointed Rich. 
ard H. Berghoff as regional group man. 
ager in Milwaukee to replace Fritz N. 
Berghoff who is transferred in the same 
capacity from Milwaukee to St. Louis, 








Rh. H. Berghoft 


F. N. Berghomt 


Richard Berghoff has been with Lin. 
coln National since 1942. Upon return- 
ing from army service, he entered the 
group department as home office service 
representative. 


Aetna Appoints Harrison 
Cincinnati General Agent 


W. Lewis Harrison has been ap. 
pointed general agent for Aetna Life 
at Cincinnati, succeeding W. Thomas 
Craig, who is leaving to become a part. 
ner in the Los Angeles agency. 

Mr. Harrison joined Aetna in 192 
as a special group representative at Cin- 
cinnati, later becoming supervisor there 
and assistant general agent in 1948, He 
then went to Buffalo as a partner in the 
agency there. 


Frost Senne’ at Reine 


Occidental Life has appointed W. P. 
Frost general agent at Boise, Ida., to 
fill the vacancy created by the resigna- 
tion of Robert D. Crow. He joined 
Occidental in 1933 as a personal pro- 
ducer with the Boise agency, after some 
experience in appliance sales. He is an 
Occidental leading producer, company 
millionaire and consistent convention 
qualifier. 

Mr. Crow has been in life insurance 
since 1926. He joined Occidental in 1933, 
doing conservation work. He served in 
the field and as a member of the home 
office agency department until his ap- 
pointment as general agent at Boise in 
1939. He will now devote his full time 
to personal production. 


Names Toronto G.A.s 

Continental Assurance has appointed 
N. S. Boyd & Associates of Toronto as 
general agents. 


Mutual Benefit H. & A. and United 
Benefit Life have appointed M. Arnold 
district manager at Owensboro, Ky. His 
son, C. M. Arnold, is associate manager. 





LeRoy Baity and Charles York have 
been appointed district managers at 
East Chicago, Ind., by Midwestern 
United Life. 


Parkhouse to Union Central 
@ 


Union Central Life 
has appointed Char- 
les G. Parkhouse 
manager at Nashville. 
Before joining Union 
Central, Mr. Park- 
house was _ assistant 
manager at Nashville 
for Prudential. Dur- 
ing the last war he 
served with the Ca- 
nadian army. 
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AMONG COMPANY MEN 





Prudential Ups 
Belkin, Bird 


NEWARK—Prudential has appointed 
Emanuel M. Belkin as assistant direc- 
tor of the field training division and has 
named Uhel C. Bird as head of the 
Memphis mortgage and real estate in- 
vestment office. 

Mr. Belkin, a C.L.U., has been man- 
ager of Brooklyn No. 7 district office. 
He is succeeded there by Edward C. 
Dohse. 

Mr. Belkin is one of the organizers 
of the Brooklyn branch of the New 
York City Life Underwriters Assn. He 
joined Prudential in 1934 and before 
assuming the Brooklyn post in 1948 
was an agent and later a staff manager 
at Newark. 

Mr. Dohse, originally a Prudential 
agent at Chicago, became a staff man- 
ager in 1934, He served in that position 
at Waukegan, IIl., until 1947, when he 
was named head of the Brooklyn No. 6 
district office. 

Mr. Bird’s appointment is effective 
May 1. Charles G. Snyder, who is re- 
tiring next December, has headed the 
Memphis regional office since its estab- 
lishment in 1932 and he will remain in 
an advisory capacity until his retirement. 

Mr. Bird will supervise mortgage 
lending activities in western Tennessee, 
Arkansas, and parts of Missouri, Ken- 
tucky, Mississippi and Louisiana. 

Mr. Bird was educated at Missouri 
State Teachers College and University 
of Kansas. He has been active in mort- 
gage financing since 1925 and has served 
with Prudential in its offices in Indiana, 
Texas and in Illinois, where he is pres- 
ently assistant head of the Springfield 
regional office. 





Conn. General Advances 
Yungman and Roberts 


Connecticut General has named Henry 
R. Roberts secretary of the accident de- 
partment and Alfred T. Yungman di- 
rector of sales research. 

Mr. Roberts was graduated from the 
University of Toronto in 1937, served 
in the Canadian air force, and joined 
the group pension department in 1945. 
He was appointed assistant secretary 





H. R. Roberts 


A. T. Yungman 


group pension department, in 1948. He 
is a fellow of the Society of Actuaries. 

Mr. Yungman was graduated from 
Pennsylvania in 1914 and served in the 
Navy in the first world war. In 1932 he 
joined Connecticut General’s Pittsburgh 
office. He became manager there and 
at Philadelphia in 1939. In 1947, he 
Was assigned to direction of sales re- 
search in Philadelphia. He will now 
transfer to Hartford. 





Hancock Special Consultant 


Marcus A. Hancock, Jr., who was re- 
gional group supervisor in the south- 
west for John Hancock before he be- 
came general agent at Oklahoma City 
tor Pan-American Life in 1948, has 
joined the group department of Repub- 
lic National as special consultant. Be- 
fore the war he was with Great Na- 
tional Life of Dallas. He is a graduate 
of the S.M.U. course. 
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Chandler, Tousaw to Assist 
Sun Life, Canada, President 


Sun Life of Canada has appointed 
J. E. Chandler and A. A. 
sistants to the president. 

Mr. Chandler joined Sun Life in 1919, 
following newspaper work in Montreal, 
Boston and Toronto, He was appointed 
publicity officer in 1936, and an execu- 


Tousaw as- 





J. E. Chandler A. A. Tousaw 


tive assistant in 1944. Mr. Tousaw went 
with Sun Life in 1922. He is an asso- 
ciate of the Society of Actuaries and 
was appointed an assistant actuary in 
1934, and an executive assistant in 1944. 


Illinois Bankers Life Has 
Three Executive Changes 


Bankers Life has named 
Orville F. Davis vice-president and di- 
rector of agencies, Loren E. Murphy 
vice-president and general attorney, and 
Nellis P. Parkinson secretary. 

Mr. Davis, who has been with the 
company since 1935, was elected secre- 
tary in 1942 and director of agencies 
last January. 

Mr. Murphy, former chief justice of 
Illinois supreme court, joined Illinois 
Bankers Life in 1948 as general attor- 
ney. 

Mr. Parkinson became vice-president 
of the company last year following his 
term as director of the Illinois depart- 
ment. 





Illinois 





Farm Bureau Elections 


Perry L. Green of Mantua, O., has 
been elected chairman of Farm Bureau 
Life replacing R, N. Benjamin, Harris- 
burg, Pa., who is retiring. New direc- 
tors of the life company are Harold P. 
Richards, Strongsville, O.; Harry Metz- 
ler, Lancaster, Pa.; R. C. F. Weagley, 
Hagerstown, Md., and Paul D. Grady, 
Kenly, N. C. 





Ministers Life & Casualty Union has 
been licensed for life and A. & H. 
insurance in Canada. Chief agent for 
Canada is E. P. Stewart of Toronto. 


Junior Actuaries Meet 


James Andrews, Jr., assistant counsel 
of Life Insurance Assn. of America, 
spoke on the efforts of private insurers 
to meet the challenge of compulsory 
health insurance at the April meeting of 
the junior branch of the Actuaries Club 
of New York. Mr. Andrews specializes 
on relations between insurers and doc- 
tors and hospitals. John E. Lowther, 
Metropolitan Life, was chairman. 


Wood Heads Arkansas Table 


Harold A. Wood was elected presi- 
dent of the newly formed Arkansas 
Leaders Roundtable Assn., which was 
formed at Little Rock by 45 leading 
producers of the Arkansas Life Under- 
writers Assn. Other officers are Jack V. 
Clark, Texarkana, vice-president; R. H. 
McKinney, secretary; Jack Coffey, com- 
mitteeman-at-large, and James S. Cruick- 
shanks, treasurer. 

















A. J. Howell has been named district 
manager of General American Life at 
Ottawa, Kan. 


Tax Court Rules Reses 
Can't Deduct Expenses 


The U. S. tax court has held that 
Raymond E. Kershner of Martinsburg, 
W. Va., is not entitled to deduct ex- 
penses to arrive at his adjusted gross 
income. Mr. Kershner, a Metropolitan 
Life agent, contended that he was not 
an employe but an independent contrac- 
tor. However, the court held him to be 
an employe and hence ruled that he 
could collect only for expenses while 
away from home. While Mr. Kershner 
testified he made occasional trips into 
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the country consi ‘Martinsburg, 
he was unable to state the frequency of 
them or to relate any of them to the 
taxable year. Consequently the court 
decided in favor of the commissioner 
of internal revenue. He had elected the 
optional standard deduction and under 
the law was not permitted to change 
his basis of filing. 





Mutual Trust Seattle School 


Stacy B. Merchant, educational direc- 
tor of Mutual Trust Life, is conducting 
an intermediate school for the members 
of the Seattle agency this week. 
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plans he is providing security 
for his clients and their fam- 


The Protective Life training 
program makes specialists out 
of average agents whose know- 
how is reflected in higher income. 


Personal 
tions are exceptionally flexible so that 
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Mr. Protective Life 
Underwriter, 


U.S.A. 


PROTECTIVE LIFE 


is a real career 


Our Compensation Plan—Includes liberal 
first-year 
vested renewals, lifetime service commis- 
sions, non-contributory retirement plan, 
group life insurance, hospitalization and 
surgical benefits, and a SPECIAL CASH 
BONUS FOR PERSISTENCY. 

Our Training Plan—Includes continuous 
office and field training in 
sales methods, 
learn-as-you-earn program. 


A Complete Line of Policy Contracts 


and renewal commissions, 


successful 
consisting of a 5-point 


Relationship—Agency opera- 


can do things the way you want 


them done. 
Interested?—Write today for details. 
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Insurance in force over $360 million. 
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Sales Ideas and Suggestions 





Sells $1 Million a Year Using 
Direct Mail, Telephone Technique 


A combination of direct mail prospect- 
ing and telephone follow-ups enabled 
Basil G. Gillespie of the Krebs agency 
of Aetna Life, New York City, to write 
more than $1 million of business in the 
last year. He entered the business three 
years ago. Key to the success of his 
technique is arranging for the prospect 
to be medically examined on the basis 
of a telephone conversation. Mr. Gil- 
lespie never sees a prospect until the 
latter has passed the medical he has 
agreed by telephone to take. 

The first approach is with direct mail 
literature prepared by the Krebs agency. 
He uses about a half dozen different let- 
ters on family income, double protec- 
tion, term, business insurance coverages, 
sole proprietorships, etc. 

He selects his names from business 
directories, chamber of commerce lists, 
classified telephone directory, etc. 

Mr. Gillespie doesn’t know of any 
reasons why the plan will not work in 
a city of 100,000 population or over. He 
writes about 100 lives a year. 


Once the prospect has answered the 
letter and sent in a post-card a selection 
process is applied to the returns. For 
example, if it is a business insurance 
case, the capitalization of the business 
is checked in an index before a phone 
call is made. 


Took Time to Develop 


It took a long time to develop the 
telephone conversation that he uses and 
to cull the parts out of it to which peo- 
ple object. The early defects were re- 
moved by careful planning and by trial 
and error. Mr. Gillespie now “con- 
trols” the conversation from beginning 
to end. 

He tries to anticipate questions and 
objections. The prime question on the 
prospect’s mind is cost. He leads into 
this by asking the prospect if he does 
any flying, if he has ever had any serious 
illness or accidents, if he has ever been 
turned down for insurance before, etc. 
Then he asks him if he can qualify for 
the insurance plan he is proposing and 
tells him, before he asks, that the rate 
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HERE'S no “luck” to selling life insurance. But selling 
+ can be made considerably easier the Indianapolis 
Life way. During 45 years of service, growth and achievement, 
Indianapolis Life men have been developed into career 
underwriters with high average earnings. That’s because 
of the company’s traditional policy of thoroughly training 
its sales force and equipping it with the finest sales kit of 
quality, low-cost policies. You, too, will find Indianapolis 
Life men the kind of men you like to know—like to work 
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The first 
step then is for the prospect to agree to 
be examined. 

There are usually objections such as 
“T want to talk to my wife,” or “I want 
to discuss this with my attorney,” etc. 


will be based on his health. 


These don’t bother Mr. Gillespie. He 
says the secret is to get the prospect 
motivated and doing something. Once 
he starts getting examined, something is 
being done. The prospect is on the 
road to buying. The medical exam, of 
course, costs the prospect nothing and 
he is in an inquisitive mood afterward. 
Some are very concerned with the re- 
sults of the examination and frequently 
call Mr. Gillespie for information about 
it. 

He manages to keep a number of men 
in process of being examined every 
week. After the medical reports are in, 
he makes his follow-up telephone call. 
Prospects are seen by appointment only. 

The technique takes some practice 
and Mr. Gillespie admits it is very easy 
for the prospect to hang up the tele- 
phone. However, he avoids pressure on 
his calls and has had very few experi- 
ences like that. 


Takes Personal Contact 


A failure with many direct mail ap- 
proaches, according to Mr. Gillespie, is 
that many agents and companies are in- 
clined to send the prospect the informa- 
tion by mail. In that way all they are 
doing is satisfying the prospect’s curi- 
osity about the cost of the program 
without getting him to do anything. It 
takes a personal contact in almost all 
cases to get results. 

He does not waste any time on pros- 
pects who give indications of being only 
curious bargain seekers with no inten- 
tion of buying. He throws away their 
cards if they do not impress him as 
being likely future sales. 

The selection of names for his direct 
mail approach is one of the more trying 
aspects of selling this way and admit- 
tedly the selection is not too good at the 
start. However, once the prospect re- 
plies, a minimum of time is wasted. 
Mr. Gillespie can easily make 20 phone 
calls a day if he has the replies, whereas 
someone else might be spending it con- 
tacting five people directly. He sends 
out about 500 letters a week. 


Has Trained His Voice 


He has developed a different con- 
versation for each type of direct mail 
used. His voice is pleasant and ‘the has 
trained it to give the proper inflection at 
the right time. 

The key to success in using the tele- 
phone is low pressure selling, he says. 
Most people are afraid of high pressure 
salesmen. People will do almost any- 
thing you want them to do if they are 
approached in a quiet, yet enthusiastic 
manner. 

“Any agent can use this method,” 
Mr. Gillespie observed. “It requires a 
little practice, some direct mail leads, 
and a desire to bring the story of life 
insurance to more people than we have 
in the past.” 
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Ready Made Reference 
Letter Helps Get Leads 


A technique used by the Solomog 
Huber agency of Mutual Benefit Life 
in New York City to get referred leads 
has been quite successful. The agency 
prepares a complete estate analysis ang 
presents it neatly to the client in 
property book which describes the in. 
surance and all other financial and |e. 
gal aspects of his estate. After the 
book is delivered to the client his re. 
luctance to refer an insurance man to 
his acquaintances is usually overcome 
by his appreciation for the service that 
has been rendered him. 

On delivering the book the agent 
comments that he would like to mee 
this referred lead, perhaps using the 
name of some individual who has been 
mentioned by the client during earlier 
conversations. To avoid fear on the 
part of the prospect at having his 
friend think that he has “sicked” an 
agent on to him, the agent asks, “If ] 
were to write you a letter asking yoy 
for a note to ‘Mr. A., wouldn’t that make 
it easier?” The answer usually jg 
“Yes.” The agent then pulls out the 
letter which he has prepared in ad. 
vance, as well as a second letter to 
the friend which has already been com. 
posed along modest lines. 

The letter is addressed to the referred 


lead and signed by the client. It reads, 
“This note will serve to introduce 
Agent X who is prepared to render a 
most unusual service for which he 


makes no charge. Although he is a 
life insurance underwriter, don’t think 
of him as a salesman. He will make 
no effort to sell you anything. He has 
done so much for me and for some men 
we both know that I think you will 
gain a good deal as a result of sitting 
down with him and taking as much 
of his time as he can possibly give you. 
His ideas on taxes, retirement and in- 
vestments are really interesting and 
worthwhile.” 








Says Agents’ Jobs Abound; 
Few Underwriting Openings 


There will be many openings in the 
insurance field for agents and_ brokers 
to establish successful careers and make 
good incomes, according to a supple 
ment to the occupational outlook hand- 
book, recently prepared for the veterans 
administration by the bureau of labor 
statistics. VA is distributing the supple 
ment to advisement and guidance off- 
cials counseling veterans. 

The publication says it is usually fairly 
easy for a qualified applicant to get a 
job as an insurance agent, but there is 
heavy turnover. 

Thorough and expert knowledge is 
necessary for success, it says. This 
knowledge can be obtained in instruc- 
tion courses, but several years of experi- 
ence are required to become established. 
The job outlook for underwriters is not 
so promising, the supplement says. 


National Farmers Union 
Has Deadline in N. D. 


Commissioner Krueger of North 
Dakota has set April 30 as the date by 
which National Farmers Union Life 
of Denver must show compliance with 
the North Dakota insurance laws. This 
he has done in accordance with a North 
Dakota supreme court decision of July 
27, 1949. There are several points at 
issue. Mr. Krueger has raised the point 
that this is a fraternal and yet does not 
provide the non-insurance services of 4 
fraternal. Also he questions the applica- 
tion form and policy certificate that 15 
issued, on the ground that it borders 
on group insurance without complying 
with the group requirements. 
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Insurance Interests 
Rally to Preserve 
Conn. Department 


HARTFORD — Insurance interests 
here fired back at the proposal by the 
state government organization commis- 
sion that the Connecticut insurance de- 
partment be lumped into a recommend- 
ed commerce department. They also 
offered a stout rebuttal to commission 
criticism of the present efficiency of 
the insurance department. 

Hearings were held before a 68-mem- 
ber committee of the general assembly. 
Top insurance leaders, together with 
those in banking, public utilities and 
industries, were on hand to denounce 
the commission’s recommendations, 

Insurance company opposition was 
led off by Millard Bartels, vice-presi- 
dent and general counsel of Travelers. 
Mr. Bartels said that making the in- 
surance department a bureau in the 
commerce department would not pro- 
vide better management. Combining in- 
surance supervision with other regu- 
latory duties, he argued, would only 
result in confusion. He noted that in- 
surers pay about $6 million a year to 
the state in taxes. That fact alone, he 
said, justified supervision of the busi- 
ness by a separate agency. 

Mr. Bartels was followed, and his 
sentiments echoed, by Morgan BB. 
Brainard, president of the Aetna Life 
companies. Mr. Brainard said the sug- 
gested rearrangement would not pro- 
duce economy. It would, he said, 
“seriously affect the prestige of the 
Connecticut insurance department,” 
which is favorably known throughout 
the country. 

Peter M. Fraser, president of Con- 
necticut Mutual Life, said the present 
department is “outstanding.” He, too, 
opposed any changes, as did Frank Lay- 
ton, president of National Fire. 

Winding up the presentation for in- 
surance was Paul DeMacarte, president 
of Hartford Life Underwriters Assn. 
who also opposed any changes in the 
present regulatory system. 

The only kind words for the or- 
ganization commission’s proposal came 
from representatives of labor unions, 
er have indorsed the report in gen- 
eral. 

The general expectation is, in the 
wake of the one-sided hearing, that 
little more will be heard from this par- 
ticular aspect of the reorganization 
proposal. 


Charges Management Drifts 


Ardell T. Everett, superintendent of 


' agencies and director of group sales for 
| the western home office of Prudential, 


told the Denver general agents and 
managers that if life insurance is to re- 
gain its normal percentage of dollars 
spent, management must quit drifting 
with good times. Agent turnover must 
be decreased by more astute and exact- 
ing on-the-job field supervision. He 
said that companies will have to con- 


_ centrate on building the local prestige 


of the agent through advertising and de- 
vising far better merchandising methods. 

“Start the job of improvement within 
your organization now and don’t wait 
for your company to suggest it,” Mr. 
Everett told his hearers. 


Dr. William G. MacDonald has been 
appointed assistant medical director of 
Savings Bank Life Insurance Fund of 
New York. 








Benjamin W. 
Ayres, whose _ elec- 
tion as president of 
the State Mutual 
Life general agents 
association was re- 
ported in the April 
4 issue, is located 
at Worcester, Mass. 
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A.L.C. Midwest Regional 
Draws 160 to Des Moines 


There were 160 attending the midwest 
regional meeting of American Life Con- 
vention at Des Moines. The meeting 
took the form of two days of informal 
discussion of legislative and other cur- 
rent problems. 

Iowa state officials present were Gov. 
Beardsley; Commissioner Alexander, 
Deputy Sherin and Sam Orebaugh, 
counsel of the department. Commis- 
sioners Stone of Nebraska, Taylor of 
Oregon and Superintendent Leggett of 
Missouri were also present. 

Leading subject discussed at Des 
Moines was federal income taxation of 
life insurance companies. This was fol- 
lowed by discussions of social security, 
federal investigations, and the 1949 
amendments to wage and hour law. 

Following an introductory presenta- 
tion of the problems involved in propo- 
sals to make the Frazier-Lemke farm 
mortgage act a permanent part of the 
federal bankruptcy act, there ensued 
lively floor consideration of the prob- 
able effects of passage of such legisla- 
tion. The present status of proposed 
changes in the method of valuing securi- 
ties, the outlook for investments and 
interest rates in the foreseeable future, 
and the matter of modernizing premium 
receipts procedure were taken up at 
some length. Problems of agency man- 
agement and home office administration 
brought a great variety of items before 
the group. 

Some 95 were in attendance at the 
second regional meeting held ia Chat- 
tanooga. Highlighting the meeting was 
a dinner at which hosts were Interstate 
L. & A., Provident L. & A. and Volun- 
teer State Life. 

The third and last regional meeting 
will be held at Houston April 24-25. 

American General Life and Great 
Southern Life will be hosts at the recep- 
tion. Texas Life Convention will be host 
at the dinner. 





Milton Elrod, Jr., Indianapolis attor- 
ney, is addressing the annual advanced 
underwriting seminar of the Cleveland 
C.L.U. April 21. 

The Ray Patterson agency of Penn 
Mutual, Indianapolis, has moved into 
new and expanded quarters at 310 Board 
of Trade building. 
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N. Y. CLU FORUM 


Wendell Berge 
Is Reassuring on 


Federal Regulation 


NEW YORK—There is no advanced 
movement for general federal regula- 
tion of the life business, Wendell Berge, 
Washington attorney, said at the an- 
nual forum of the New York City C. 
L. U. chapter. He said, however, that 
the development of such a trend depends 
on how the companies exercise their 
vast economic power. 

Vincent B. Coffin, vice-president of 
Connecticut Mutual, was moderator 
and summed up at the end of the day. 
John H. Pitman, Connecticut General, 
was: general chairman of the forum. 
Mr. Berge, former head of the anti- 
trust division of the Department of Jus- 
tice, was one of four speakers on the 





program. He said that an industry as 
large as life insurance, in which certain 
companies possess assets that place 


them among the world’s largest corpo- 
rations cannot be entirely free from fed- 
eral scrutiny. The mere fact that a state 
has a statute relating to anti-trust or 
unfair competition does not exclude the 
federal government from _ jurisdiction 
over matters covered by the Sherman, 
Clayton, and federal trade commission 
acts. The extent of exemption depends 
on the specific content of the law. If 
there is a conflict, federal jurisdiction 
gives way. 

The chief of the “Voice of America,” 
Foy D. Kohler, said there is no war 
hysteria in Russia. He minimized the 
efficiency of their economic planning 
but urged preparedness as insurance 
against war. 

Reductions in government expenses 
were asked by Dr. Benjamin H. Beck- 
hart, professor of banking at Columbia 
University. He recommended a re- 
formed federal tax structure and sug- 
gested that government costs be cut by 
reducing the agricultural price support 
program, lopping off at least $800 mil- 
lion of expenses for veterans and re- 
storing that program to its original pur- 
pose of assisting them in their return 
to civilian life, and a reduction of $1 
billion in the activities of the Federal 


National Mortgage Assn. He suggested 
reduced expenses for foreign aid and 
national defense, elimination of social 
welfare legislation and aid to education, 
and termination of the lending author- 
ity of the Reconstruction Finance Corp. 

Sumner T. Pike, acting chairman of 
the atomic energy commission, was the 
fourth scheduled speaker. His com- 
ments and the question and answer ses- 
sion will be reported in next week’s 
issue, 


On Pension Panel 


WASHINGTON — Another addition 
to the panel slated to discuss pension 
problems at a special luncheon May 2, 
during the annual meeting of the U. S. 
Chamber of Commerce here, is Almon 
E. Roth, president San Francisco Em- 
ployers’ Council, whose subject will be 
“Income for Retired Workers.” 





The Philadelphia agency of Sun Life 
of Canada held an open house in its 
new headquarters on top of the 121 
North Broad street building. Seth Tay- 
lor, superintendent of U. S. agencies, 
was on hand from the home office. L. 
V. Drury, manager of the Philadelphia 
branch, has an organization of 65 agents 
and seven supervisors in eastern Penn- 
sylvania. 

Clifford L. Morse, associate manager 
of agencies Phoenix Mutual, spoke on 
pension trust sales strategy before the 
Fort Wayne Life Managers Assn, 

International Fidelity of Clarksville, 
Tex., has exceeded its president’s month 
quota by a substantial figure. 

Baltimore Life has opened a branch at 
Silver Spring, Md., with W. Bernard 
Aitland as manager. Mr. Aitland ‘has 
been with Baltimore Life since 1938 and 
has been home office supervisor. 

F. W. Giesel, business manager of the 
Cincinnati Post, spoke on “Signposts 
Along Life’s Highway,” at a meeting 
of Cincinnati C.L.U. chapter. 

J. Lowell Craig of Craig & Kaufman, 
general agents of Northwestern Mutual 
Life, Milwaukee, discussed life insurance 
sales and agency work at the finance 
forum of Marquette University. 

Miss Louise M. Newman, personnel 
director of Northwestern Mutual Life, 
spoke on “Customer Relations” at a 
dinner-meeting of the Milwaukee group 
of Assn. of Bank Women. 
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LEGAL RESERVE FRATERNALS 





Mrs. Needham Woman's 
Benefit Supreme Secretary 


Dorothy H. Needham has been ap- 
pointed supreme secretary of Woman’s 
Benefit Assn. to succeed Frances D. 
Partridge who has resigned. Mrs. Need- 
ham is a graduate of Illinois who first 














FRANCES D. PARTRIDGE 


joined Woman's Benefit Assn. in 1926 
as‘a girls’ director. When she left the 
association upon her marriage in 1936, 
she was supervisor of girls’ activities. 
She returned to the fraternal two years 
ago and became a member of the board 
of supreme auditors. 

Miss Partridge is a former president 
of National Fraternal Congress and has 
long been an outstanding figure in the 
fraternal field. Her work as a fraternal- 
ist began in 1900 when she became as- 
sociated with Woman's Benefit Assn. 
In 1911 she was elected supreme secre- 
tary. 

Miss Partridge had attended every 
N.F.C. session since her first in 1908. 
She had been active in the N.F.C. sec- 
retary’s section and also in the Frater- 
nal Actuarial Assn. and for a number of 
years was librarian of the actuarial as- 
sociation. 


Dunlop Retires from I.O.F. 
William W. Dunlop, director of public 

relations for Independent Order of For- 

esters, has retired after 57 years with 


that fraternal. For a number of years 
he has edited the “Forester,” the pub- 
lication of that organization. He is a 
past president of Canadian Fraternal 
Assn. 


Canadian Fraternals 
Gained Ground in 1949 


OTTOWA—Life insurance sales by 
Canadian fraternals were up in 1949 
over 1948. The amount written in 1949 
was $30,632,835 against $30,433,537 in 
1948. The societies had a premium in- 
come amounting to $3,422,094 compared 
with $3,229,067 in 1948. 

Foreign and fraternal societies oper- 
ating in Canada reported premiums of 
$3,084,947 as against $2,937,821 in 1948. 
Fewer certificates were issued, the com- 
parative figures being 11,127 to 11,287 
and their worth was down to $14,354,- 
919 from $14,582,536 in 1948. 


Dominion Fraternal Meet 


R. E. Taylor, general counsel for Sun 
Life of Canada will lead legislative dis- 
cussions at the annual meeting of Cana- 
dian Fraternal Assn. at St. Donat, Que- 
bec on June 7-9. A session for field men 
will be addressed by Gordon C. Cum- 
ming, of Monarch Life, Winnipeg. Ban- 
quet speaker will be Antoine Rivard, 
member of the Quebec government. 
Two officers from the Societe des Arti- 
sians will speak on housing cooperatives. 

Occidental Life of California had the 
biggest month in its history in March 
when submitted business in the ordinary 
department totalled $45,318,645. This ex- 
ceeded by $3 million the previous record 
in December, 1947, and topped Febru- 
ary record by nearly $6 million. Writ- 
ten ordinary the first quarter was $120,- 
860,489, also a new record. 

Union Mutual’s paid business for the 
first quarter increased 3.3%. The gain 
for March was 9.5%. In the noncancel- 
lable A. & H. department, new business 
for March was up 4.3%. For the year 
it was up 10.5%. 

New business of Bankers Life of Iowa 
for the first quarter totaled $42,279,531, 
an increase of $1,350,000. Of this $2 5, 
400,264 was. ordinary. Insurance in 
force at the end of March was. $1,466,- 
485,109, up almost $24 million since the 
first of the year and more than $66 mil- 
lion over a year ago. Ordinary in force 
accounted for $1,214,546,224, and group 
$251,938,885. 








Richard K. Paynter, Jr., vice-president 
of New York Life, has been elected a 
trustee of Rutgers University. 





PERTINENT STATISTICS 


INSURANCE IN FORCE. . 


....Over $117,000,000 
.Over $510,000,000 


BENEFITS PAID SINCE 1902....Over $ 53,000,000 


AID ASSOCIATION 


FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 
Exclusively for Synodical Conference Lutherans 


Home Office: 


APPLETON, WISCONSIN 





1949 F amen 
for Wisconsin 


All figures are for ordinary unless desig- 
nated (G) for group or (I) for industrial. 
New business figures include business revived 
and increased as well as new business paid 
for. 





New Business’ In Force 
$ 
WISCONSIN COMPANIES 
Cuna Mutual ....... 94,527 448,145 
16,038,939 









Nat. Guardian ..... 12,299,753 99,222,360 
.. We POMRUAL: 6c ncn 32,664,477 516,851,880 
Old Line Life ...... 12,042,066 98,953,023 

(G) 17,623 237,354 
Wisconsin Life ..... 4,613,473 43,496,921 
State Pend... 60000 356,500 4,097,600 


2,456,900 
39,955,365 
1,064 


2,456,900 
3,170,086 
Pei. Tress 


Rural Security 
Wisconsin Nat. 


Acacia Mutual ..... 3,982,164 


TD oe 5,749,822 62,047,313 
(G) 140,675,913 
Bankers, Iowa ..... 104,205,399 
(G) 6,266,806 
Ben. Assn. Ry. Emp. 786,914 
Business Men’s aut 13,607,600 
(G) . 
Central, Iowa ...... 
Conn. General ..... 
(G) 


Conn. Mutual 
Continental 





cobs cea 5,423,019 
(G) 9,520,409 
13,818,290 

(G) 33,853,627 
860,296 
40,160 





21,410,762 
154,897,159 
128,322,512 

1,616,785 


Equitable Society 


Equitable, Iowa 
Expressmen’s 
Franklin 
Guardian, N. Y. .... 
John Hancock 





(G) 
(1) 
Mansas Ciuty ccs ss 20,115,067 
Lincoln Wat. .<é<<s. 110,424,914 
(G) 2,274,090 


931,198 
26,397,117 
54,006,503 


Loyal Protec., Mass. 
Lutheran Mut. 
Mass. Mutual 








(G) 393,875 
Mutual Ben. Life... 37,532,321 
Metropolitan ....... 386,896,857 
(G) 197,196,183 
(T) 205,975,890 
Min. BERG. 6 sce ease 5,341,186 
(G) 1,264,000 
Monarch, Mass. ... 165,216 
Biutual, NW. Vy ... oss 117,262,006 
Mutual Service ..... 9,585,049 
(G) 2,833,411 
Miuttuel Trust. «..... 4,488,172 42,398,671 
ational, Vt. «<2... 1,616,945 12,855,911 
New England Mut... 5,354,654 67,004,620 
New World ...6.+:. 3,957,972 20,045,281 
New York Life ..... 30,145,819 333,327,158 
North Amer. Acc.... 37,000 160,448 
North Amer. L. & C. 4,235,942 22,480,258 
(G) 23,216 191,408 
North Amer., Ill. ... 6,403,374 22,906,530 
Old Rep. Credit.... 13,671,822 15,056,299 
Paul Revere ....... 886,251 7,733,938 
Penn Mutual ...... 4,795,134 53,371,890 
Phoenix Mutual 3,148,912 21,407,207 
Provident L. & A... 4,881,320 8,778,165 
(G) 85,500 134,000 
Provident Mut. Y 1,535,526 16,803,139 
| 47,504,955 490,333,383 
(G) 40,212,815 147,299,307 
(1) 11,384,506 200,415,286 
Security Mut., N. Y. 2,276,423 11,269,334 
(G) 187,000 511,000 
State Mut., Mass.... 641,693 3,015,746 
(G) 22,000 367,785 
TRAMEIEER 6c-c-iscu ees 6,029,095 71,172,844 
(G) 23,255,635 85,439,056 
Union Central ..... 253,444 3,406,685 
Union Labor ....... 318,755 871,003 
(G) 5,594,506 12,640,550 
Union Mutual ...... 1,065,492 1,603,972 
(G) 671,000 677,000 
United Benefit ..... 1,281,845 9,753,005 
Washington Nat. ... 4,065,703 38,576,144 
(G) 1,672,923 5,029,855 


Total Ordinary .. 376,180,192 3,474,953,439 
Total Group ..... 244,819,710 811,857,081 
Total Industrial.. 29,458,820 429,071,625 
Total all classes.. 650,458,722 4,715,882,145 


Otis Marsh & McLennan V.-P. 


Henry W. Otis, head of the pension 
department of Marsh & McLennan’s 
New York City office, has been elected 
vice-president. He has been with the 
pension department since 1936 and man- 
ager since 1945. Before that he was with 
Equitable Society for 10 years, in the 
aoeer office and in the New York City 

eld. 


Defer Mass. UCD Deadline 


The deadline for the report of the 
legislative committee studying the pro- 
posal for Massachusetts unemployment 
disability benefits has been put over to 
May 1. The vote is undertood to be 
10 to 5 in favor of a state fund program. 
The majority report is expected to be 
filed at the last minute without the 
minority having an opportunity to re- 
view it before preparing its own report. 





SALES MEETS — 


Mitcheltree Addresses Mich, 
Agents of Columbus Mutug) 


President Carl Mitcheltree of Colum. 
bus Mutual Life addressed a meeting 9; 
Michigan agents of the company at g 
luncheon at Lansing. He said that pros. 
pects for business are good and stresseq 
the need for greater service by agents 

Ben Hadley, superintendent of agen. 
cies, exhibited new sales aids and ey. 
plained new contracts. 

John W. Weir, Cleveland, explain 
retirement plans for colleges, and Jack 
Krause, co-general agent, Penn Mutua! 
Life, talked on veterans’ insurance. 


Rally at Corpus Christi 


Clayton Mammel, home office general 
agent of Farmers & Bankers, was the 
principal speaker on “The Little Thing; 
That Count in Salesmanship” before 
annual convention of the company a 
Corpus Christi, Tex. Mr. Mammel js 
the company’s leading producer of the 
year. 


Midland Mutual Regionals 


Midland Mutual has arranged a serie; 
of regional meetings at Youngstown 
April 28, Toledo May 12 and Columbys 
May 26. 
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Reliance Ups VanderBroo 

Reliance Life has named William Ff, 
VanderBrook manager at Harrisburg 
He succeeds Harold Beckley who re. 
turns to personal production. Mr. Van. 
derBrook has been associate manager at 
Pittsburgh. He entered the business in 
Watertown, New York in 1937 and 
served in the army. He joined Reliance 
as assistant manager at Cincinnati and 
then was appointed agency assistant in 
the home office. 


Mass. Mutual G.A.’s Elect 


Angus B. Rosborough, general agent 
at Jacksonville, Fla., has been elected 
president of Massachusetts Mutual 
Life’s general agents association. Other 
officers are Clarence W. Reuling, co- 
general agent at Peoria, vice-president, 
and Frank W. Howland, general agent 
at Detroit, secretary-treasurer. 





For the first time Bankers Life of 
Iowa has a policyholder who has “out: 
lived” his contract. He is John L. Todd, 
96, still active in the lumber business 
at Oakland. 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-two years 
old — $283,878,841.00 in force. 
Mortality experience 1949 
15.95%. Rate of assets to lia- 
bilities — 109.09%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically __re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 








‘LEGAL RESERVE LIFE INSURANCE FOR LUTHE RM 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesol 
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Equity Road for 
Insurers Urged 


(CONTINUED FROM PAGE 1) 
——— 
made available both prudently and con- 
structively.” 

He felt such an examination would 
reveal the need for permitting additional 
outlets for insurance investment and 
would indicate the necessity for new and 
more liberal legislation. Existing laws, 
he pointed out, were written when the 
United States was a debtor nation. 
Since that time it has passed to a cred- 
itor status. 

Mr. McCabe ascribed this change as 
responsible, in part, for the fall in inter- 
est rates and he suggested that lite com- 
panies and other institutional investors 
continue to experiment in seeking pru- 
dent and new outlets for funds, since 
they could no longer afford to regard 
themselves exclusively as “wholesalers 
of money” in the bond and mortgage 
markets. 

In addition to such existing undertak- 
ings as housing projects, he wondered 





about investments in the dwindling tim- 


her resources of the United States. He 
also raised the question of small busi- 
ness financing. 


HOHAUS SPEAKS 


Progressive aging of the American 
population calls for sound, long-range 
provisions to keep the task of supporting 
the retired from becoming an undue 
burden upon future generations of work- 
ers, Reinhard A. Hohaus, actuary Met- 
ropolitan Life, declared. 

The most important present step that 
could be taken, he said, is to broaden 
the federal social security plan to in- 
clude all workers, employed and _ selt- 
employed, rather than only three out of 
five, as at present. He also recom- 
mended the inclusion, as beneficiaries or 
prospective beneficiaries, of as many as 
possible of those whose working lives 
are largely behind them, even though 
they are without the covered employ- 
ment the law requires. 

Mr. Hohaus strongly urged that the 
federal role in providing for the aged be 
restricted as soon as possible to the 
field of social insurance, with old age 
assistance payments left entirely to the 
various states. 

Extension of social security in accord- 
ance with his proposals, Mr. Hohaus 
said, would automatically produce a 
more realistic relation between current 
tax income under the plan and disburse- 
This would help ward 
off undue expansion of social benefits to 
the detriment of voluntary initiative. 








_A. A. Berle’s Views 


Business men and men of ideas have 
been entirely too far apart in the field of 
social finance, said A. A. Berle, Jr., pro- 
fessor of law at Columbia University. 
He pointed out that a similar situation 
existed a generation ago between the 
commercial and production engineers 
and the students who worked in chem- 
ical laboratories. 

Predicting that the next decade will 
be one of growth, and probably at a rate 
faster than any previous decade in our 
history, “if America handles her affairs 
with at least moderate common sense,” 
Prof. Berle said, “There ought to be 
enough productivity generated in the 
country to meet reasonable claims of old 
age subsistence if business, financial and 
social machinery can be devised to do it. 
This is precisely the job you are now 


taking on.” 


There were a number of other speak- 


es on the program. 


J. D. Marsh, general agent for Lin- 
coln National Life at Washington, D. C., 
was honored by members of his agency 
ata luncheon upon completion of a 
“March for Marsh” campaign in which 
the agency produced $2,595,000 of writ- 
ten business. 


LIFE INSURANCE EDITION 27 
Hardware Mutual Casualty, Stevens Burns home for a temporary permit 
Point, Wis.; Frank G. Smith, treasurer were secured by twisting members of 


Reargue Travelers Health 
Case Before High Court 


(CONTINUED FROM PAGE 1) 


over ” remarked Justice 
Minton. 

“Have they done any more if they do 
this by letter instead of by radio?” asked 
Justice Jackson, referring to company 


adv ertising. 
Letter Is More Direct 
’ Mr. Rogers answered. 


Virginians, 


“A little more,’ 

“It is more direct.” 

Justice Clark “agreed” 
Health is not “doing business” 
ginia in the meaning of certain 
sions, 

Justice Frankfurter suggested the fed- 
eral government could deal with such 
matters as involved in the Virginia case, 
but asked “could a state prohibit” such 
operations? Mr. Rogers replied state 
regulation must be “reasonable.” 

“The state legislature said nobody 
should do this,” remarked Justice Jack- 
son, “and all you did was say ‘that 
means you’!” He indicated the court 
would “almost have to decide” the Trav- 
elers Health case before it could con- 


that Travelers 
in Vir- 
deci- 


sider with relation to it, other cases 
cited. ; : 
When Mr. Rogers said Virginia 


“wanted to do what we could,” Justice 
Frankfurter suggested it was like some 
federal government agency going on 
record in favor of something it might 
approve, by way of recommendation, if 
not law. 

Justices Black and Reed, as well as 
other members of the court referred to 
above, asked questions. Mr. Rogers ad- 
mitted he could not answer Black’s. 

Widespread interest in the Travelers 
Health case was made manifest by 
presence in the court room during the 
arguments, of Superintendent Dineen, 
New York; William Thomas, insurance 
attorney on the federal trade commis- 
sion staff; Harry Perlet, assistant man- 
ager, insurance department, U. S. Cham- 
ber of Commerce; also representatives 
of SEC and some other government 
agencies. 


Kellam on Hartford Card 


John J. Kellam, general agent for 
National Life of Vermont at Hartford 
has been added to the estate planning 
forum which the Hartford C.L.U. chap- 
ter is sponsoring for attorneys, trust 
officers and life insurance men April 2 
Mr. Kellam will represent the life 
agent’s point of view. Other speakers 
were listed in the April 14 issue. 





Teachers Insurers’ Guests 


HARTFORD — Along with banks, 
factories, department stores and news- 
paper offices, insurance companies here 
threw open their doors last week to the 
teachers of Greater Hartford. 

It was the largest business and _ in- 
dustry “field laboratory” program ever 
held in New England. It is expected 
to mark the beginning of a new chapter 
in elementary and secondary school 
vocational guidance for this part of the 
country, 

The day was carefully planned to 
give the visitors the fullest opportunity 
to get acquainted with the insurance 
companies and the other businesses 
visited, and thus to be better equipped 
to do future vocational placement work. 


N. Y. Advertisers Meet May 17 
The Gotham Group of Life Advertis- 


ers Assn, will meet at Essex House, 
New York City, May 17. Annual re- 


ports will be discussed. 


Among Harvard Course Students 


Among those attending the advanced 
management program at Harvard Uni- 
versity graduate school of business ad- 
ministration Feb. 23-May 19, this year, 
are Henry T. Batts, resident. vice- presi- 
dent and divisional sales manager at 
Chicago of American Mutual Liability; 
John W. Joanis, assistant secretary, 





Liberty Mutual, and Grant A. Martell, 
assistant treasurer New York Life. 





State Tribute to Company 


A 10-page article in the spring issue 
of Vermont Life, official publication of 
the state of Vermont, pays tribute to 
National Life of Vermont. The article 
is illustrated with a reproduction of the 
company’s first policy, photographs in 
color of the presidents of the company 
during its first century, and highlights 
of its history and growth. The com- 
pany has circulated the state magazine 
throughout its general agency offices 
since it was first published. National 
Life is the only life company with a 
home office in Vermont. 


Seek Burial Assn. Rights 


Representatives of the Murphy-Piper 
and Bain-Burns funeral homes of Clar- 
endon, Tex., appeared before the Texas 
board of commissioners in an attempt 
by each to obtain a permanent permit 
to operate a burial insurance associa- 





Bunton Burial Assn. which the Murphy- 
Piper home opeerates. 


$100 a Month Pensions 

Chase National Bank of New York has 
mailed its first checks for retired hourly 
workers of the Ford Motor Co. The 
payments are considered significant as 
being the result of the first big $100 a 
month pension plan including federal 
social security in the automobile indus-~ 
try. The $100 a month pattern has since 
been followed in many other industries. 





Life of Va. Opens Agency 


Life of Virginia has named T. Brax- 
ton Horsley manager of a new ordinary 
agency of the company at Richmond. 
Mr. Horsley has been with the company 
at Richmond since 1930, for 12 years 
in the C. C. Hall agency which con- 
tinues its operation. 

J. Donald DeVilliss and Edward T. 
Ryland have been named associate man- 
agers under Mr. Hall. 











































































tion. ; Bankers Union Life of Denver will 
Murphy-Piper have contended that the distribute a $23,000 cash dividend to 
500 applications submitted by the Bain- stockholders of record March 14. 
“ BANKERS TATE} N 
ANNUAL REPORT 
ASSETS 
$42, 192,796.69 
nt $ 9,707,290.00 
State and Municipal............ 2,669,663.34 : i 
U. S$. Railrood.............000.0. $405,754.59 ; 
Public Utilities 12,874,382.53 j 
Canadian ..... 2,201,136.48 3 
Industrial ....ccccccscccnccseseseces  9,334,569.75 = 
Stocks (Preferred $1,923,869.39; 3 
Common $388,548.00) 2,312,417.39 
First Mortgages (Farm $1,479,936.63; , 
City $2,542,884.60; F.H.A, $5,391,159.96; oo) 
‘ G.1. $361,199.68) 9.775,180.84 : 
Se Real Estate (Home Office $34,268.83; } 
Sold Under Contract $52,411.88) ....<isecscesss 86,480,713 i 
Loans on Policies 3,033,748.57 4 
Cash in Office end Banks. 1,346,106.03 4 
Interest and Rents $87,151.67 
Due from Reinsurance Compani Sus 26,856.00 ‘ 
end Misc. Items (Less Non-Admitted)............ $70,066.42 
Os, Bae, : % $59,931,004.32 
' : LIABILITIES 
‘ : Policy Reserve rennsg $47/401,299.00 
i. pp y Contract he ik 2,9195,461.00 





Premiums ......0000:.  1,758,226.00 
Dividends Left at Interest... 1,402,011.88 
and 











. ¥ : . 
pee Incl. $50,000.00 Reserve for Not Reported...... 89,832.89 
+ © Reserve for Miscollencous Small Accounts............. 43,706.54 
(2. Reserve for Fluctuation in Asset Valves.................. 250 
‘Additional Funds fer Protection of | Pollcyholders... 4485,696.16 
_ TOTAL.. -$59,931,004.32 





‘RECORD FOR 1949 


{o> INSURANCE —, REVIVED AND INCREASED......$ 35,843,819.00 
INSURANCE IN FORCE DECEMBER 31, 1949.............. bei 

INCREASE IN INSURANCE IN FORCE............ccccscsseree 
"x520.360.21 


INCREASE IN ASSETS 
H. $. Wilson, President C. H. Heyl, Agency Vice President 


HOME OFFICE — LINCOLN 
NOW A MUTUAL COMPANY 
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Marketing Course at K. U. 
The annual life insurance marketing 
course at University of Kansas, spon- 


sored by the extension department of 
CALIFORNIA 
CHICAGO 6 


the university in cooperation with the 
COATES, HERFURTH & 
ILLINOIS 
Telephone FRanklin 2-2633 












































Purdue course has been set for July 31- 
Aug. 5. 
B 
ENGLAND 
CONSULTING ACTUARIES 
THOMAS and TIFFANY 
CONSULTING ACTUARIES 


|| ACTUARIES 














Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 


10 S. La Salle St., Chicago 3, Illinois 
anklin 2- 


Telephone FR: 2-4020 
H S. Tressel, M.A.1.A. 
M. Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A. WwW. P. Kelly 
Ww. M. B ff, C.P.A. Robert Murray 




















INDIANA & NEBRASKA 








- Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 























NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Weolfe,Corcoran and Linder 
11@ John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 








THE BOURSE 
+ ————— = 


VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 
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next morning the commissioners heard 
reports from the staff meetings. 

The question had been raised about the 
U. S. business of Canadian life compa- 
nies strictly in respect to migration of 
policyholders and reserves and deposits 
on such assured. The Michigan depart- 
ment gave assurance that these problems 
were well in hand. 

J. F. Kutak, vice-president and secre- 
tary of Guarantee Reserve Life of Ham- 
mond, Ind., and Harry Tressel, Chicago 
independent actuary, presented for ap- 
proval, a form of family group life policy 
that Guarantee Reserve has introduced. 
This is annual renewable term insurance 
to age 75 with double and triple in- 
demnity and modified liability during 
the contestable period. 

The application is photostated and 
placed on the face of the policy and 
contains the age, date of birth, height, 
weight, monthly premium, initial amount 
of insurance for each member of the 
family and a schedule of the amount of 
insurance for each for the first 10 years. 
The premium is $1 a month and the to- 
tal amount of insurance is $1,000. An 
example was given, for instance of a 
husband age 34, monthly premium 42 
cents, initial amount of insurance $402; 
wife, age 31, 39 cent premium, $386 in- 
surance; daughter, age 9, 11 cents pre- 
mium, $123 insurance and daughter, age 
6, eight cent premium, $85 insurance. 


Says Misrepresentation Impossible 


Mr. Tressel declared that this policy 
is not susceptible to misrepresentation. 
Mr. Kutak said that his company has 
worked out a method of administration 
whereby it can sell such insurance eco- 
nomically although he said that com- 
petitors in the field insist that it can’t 
be done. He said that such insurance 
appeals to the small income group and 
is cheaper than industrial. There is not 
enough in it to make it worthwhile for 
agents to sell it without tacking on a 
policy fee of $5 or $10. It is strictly a 
mail order possibility. He said that it 
had received the approval of the post 
office department and FTC. He re- 
marked that Guarantee Reserve is ap- 
plying for admission to Michigan. 

Mr. Tressel said Guarantee Reserve 
has $800,000 capital and surplus, is mak- 
ing a lot of money and is the most 
highly mechanized company in_ the 
country. 

Some of the state people present in- 
dicated interest in the radio script and 
advertising material that went with it, 
and this is to be supplied to them. 


Premium Receipt Question 


On the matter of elimination of pre- 
mium receipts by life insurance com- 
panies, the staff people reported it was 
their consensus that this is unlawful in 
many states and “undesirable without 
proper safeguards.” 

The commissioners asked what 
“proper safeguards’ might consist of 
and John Powell, Illinois actuary, sug- 
gested some liberalization of reinstate- 
ment provisions such as giving an extra 
10 days after the period of grace. He 
said that a check does not establish date 
of payment. 

Albert Burger of Minnesota said there 
should be some provision for giving 
notice of lapse. 

In view of the fact that the life com- 
mittee of C. is meeting shortly 
in New York to consider this question 
and that the life insurance organizations 
will present lengthy briefs, the commis- 
sioners decided not to express active 
opposition, although the sentiment ap- 
peared to be adverse. 

The staff people had a recommenda- 
tion that the reserve requirements for 
A. & H. be increased to provide for 
possible future losses. The theory was 
that presently, due to the favorable busi- 
ness cycle, and to the large amount of 
new business, etc., the loss ratios are 
abnormally good and that some com- 
panies that are thinly financed might 


get into trouble if a deflationary period 
set in and the claim ratio took a turn 
for the worse. 

Another recommendation was that the 
states undertake to get more funds in 
their budget requests so as to employ 
competent and sufficient help. 

It was decided to continue studies of 
life company methods of handling group 
and retirement plans for their own em- 
ployes, the committee consisting of 
Lange and Powell. There was a para- 
graph about changes in the statement 
blank for Canadian companies and S. 
Sanford of Michigan reported that these 
were in the main acceptable to the 
Canadian institutions. 

There was a recommendation that a 
statute be developed to govern the mu- 
tualization of fraternal societies. 


Finance-Insurance Issue 


The Illinois department brought up 
questions concerning the operation of 
American bank credit plan sponsored by 
American Installment Credit Corp. of 
New York that is advertised as a 
“dealer-bank plan offered exclusively 
through dealers.” According to the IIli- 
nois department there appeared to be 
involved, at least in the Illinois plan, 
insurance arrangements with Industrial 
of Des Moines, Bankers Security Life 
of New York aud Continental Casualty. 

The Illinois department recently had 
an informal discussion with representa- 
tives of American Bank Credit Plan 
and officers of Aurora Assn. of Insur- 
ance Agents, the latter being opposed to 
the plan. 

Walter Hanson of the Illinois depart- 
ment said that while the plan pur- 
portedly does not involve payment of 
insurance commissions to artomobile 
dealers yet the local agents that are 
protesting say that the dealer reserve 
amounts to the equivalent of about 20% 
commission on the insurance. The fi- 
nancing charges are given on a simpli- 
fied chart and there is an absence of 
breakdown. The Illinois department 
seemed mainly to be interested in get- 
ting ideas on how this is being squared 
with countersignature regulations, agent 
licensing, etc. Albert Burger of Minne- 
sota said that his state tries to compel 
dealers to show the price element in 
time differential charges. 

At the banquet some resonant, oper- 
atic talent was uncovered in the person 
of H. Z. Miller, vice-president of Penn- 
sylvania, Life, Health & Accident, who 
came close at one time to embarking on 
an operatic career. He and C. A. 
Kahaner, president of that company, 
were on hand, being escorted by Marion 
Burks, Chicago attorney. Pennsylvania 
L. H. & A. has just been entered in 
Illinois. 


Central Office Duties 


According to Hershey of Illinois, 
chairman of the N.A.I.C. central office 
committee, a monthly bulletin even- 
tually may be published by the new 
central office. Mr. Hershey said his com- 
mittee has defined the duties of Mr. 
Tollack as including the handling of 
all convention, committee and other 
N.A.I.C. meetings and activities, sched- 
uling meeting dates, advising commis- 
sioners and _ reporting and _ printing 
proceedings. Also, developing a file of 
department rulings and court decisions; 
serving as communication center 
through which each department may 
obtain information from other depart- 
ments by circulization. Mr. Tollack is 
also to maintain a file on state actions 
on national uniform filings; to act as 
clearing house on complaints and keep 
a file to assist in determining if any 
company has pursued actions considered 
“unfair.” And, finally, 
monthly bulletin. 

The suggestion was made also that 
national rate filings should be made with 
the central office, and that this office 
should function as a general informa- 
tion bureau. 


to publish a_ 


D. C. Davis National 
of Vt. President 
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was with the understanding on his 
part that he would be president for , 
comparatively short time, as he was 
then 71 years old. The directors, hoy. 
ever, felt that the company was fo,. 
tunate to have him serve even for , 
short time as president. 

The youngest man ever elected preg. 
dent of Dartmouth, Dr. Hopkins serve 
for 29 years, 1916-1945, becoming know 
as one of the most outstanding edy. 
cators in the country. He is also know 
for his success in personnel and indy. 
trial organization work for such com. 
panies as Curtis Publishing, Western 
Electric and New England Telephon 
& Telegraph. 

During both world wars he did im. 
portant government work in Washing. 
ton. 

The board adopted a resolution paying 
tribute to Mr. Howland, who at 85, 
wished to resign as a director becansg 
of his advanced age. 


“Miss Hartford Insurance” 
Beauty Contest Under Way 


Hartford is in the throes of choosing 
a “Miss Insurance of 1950.” The insur. 
ance beauty festival is being enthusias. 
tically sponsored by the junior chamber 
of commerce. 

The first round of competition wa 
held last week and Marilyn Holmquist 
Hartford Fire, and Jeanne M. Egnat 
Hartford Steam Boiler, were winners 
over 26 other young women from those 
companies. These girls and the ru. 
ners-up, chosen on the basis of face, 
figure, poise, personality, and posture, 
will compete in the finals late in May. 

On April 20, 15 girls from Connecti. 
cut Mutual Life competed for : 
place in the May final. 

“Miss Insurance” will be given a 
all-expense, chaperoned trip to New 
York with a companion of her choice 
Hotel, theater, and an evening at the 
Stork Club or El Morocco and a con: 
plete wardrobe will be awarded the fina 
winner. 


Rules on Premium Loan 


Holding there was ambiguity in the 
policy, the U. S. circuit court of ap 
peals has upheld the federal district 
court of Oregon in a case dealing with 
interest on an automatic premium loan. 
The insurer, Standard Ins. Co., cor- 
tended that for the purpose of detern- 
ining the loan value under the auto- 
matic premium loan clause the term 
“existing indebtedness hereon, with in- 
terest” includes interest on the loan, 
accrued or computed from day to dar, 
even though that interest is not yet due 
and payable. 

The beneficiary interpreted the phrase 
to include only interest which is due 
and payable. Neither party was able to 
discover any Oregon statutory or cast 
authority to support its contention. The 
appeals court held that both conflicting 
interpretations were reasonable and re 
solved the ambiguity in favor of the 
insured, as did the trial court. The case 
is Standard vs. Wisting. 


Extend Election Deadline 


WASHINGTON—The national labor 
relations board has extended the time 
for holding an election among employes 
of Equitable Life of Washington, D. C. 
in Ohio to determine collective bargait- 
ing representatives from 30 days to 4 
days from March 27, 

The board also turned down a re 
quest by a CIO group to carve Knox: 
ville and Harriman, Tenn., out of the 
present state-wide bargaining unit 0 
Home Beneficial Life for which Na 
tional Federation of Insurance Agents 
Council, AFL, is now the bargaining 
agent. NLRB said the proposed unt 
was “too narrow.” : 
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Newsweek 











RECENTLY members of Newsweek maga- 
zine’s editorial staff interviewed Mr. Leroy 
A. Lincoln, President of the Metropolitan 
Life Insurance Company, on the subject of 
Life insurance. 


The tremendous role that Life insurance 
plays in the national economy, and the 
interesting institutional material developed 
during the discussion, are so important that 
a motion picture has been made of this 
interview. This film will be given wide dis- 
tribution in line with Metropolitan’s ‘‘Open 
Book”’ policy. 


Naturally, in reply to questions from the 
editors, Mr. Lincoln made many references 
to Metropolitan’s achievements in 1949. In 
fact, the interview developed the informa- 
tion that is customarily included in the 
Annual Report to Policyholders. According- 
ly, a complete transcript has been printed 
as the Company's Report for 1949. Here 
are some of the highlights of that report: 


Newsweek 


-_ 


—**Metropolitan ... paid about $769,000,000 
(to beneficiaries and policyholders last year) 

. and I might add further that . . . (this in- 
cludes) $502,000,000 to living policyholders.” 


—*‘For our 33,000,000 policyholders in the 
United States and Canada, the total Life 
insurance in force in the Metropolitan at 
the end of last year was almost $42,000,- 
000,000—an increase of 4 percent over the 
preceding year.” 


—‘‘Metropolitan’s assets totaled $9,700,- 
000,000, an increase of about 6 percent over 
the figure for 1948.” 


—‘“Through the combined efforts of the 
many health organizations, the average ex- 
pectation of life at birth has improved 18 
years since 1900. At that time it was about 
49 years—while right now it is about 67.” 


—*‘Expenses for the Life insurance com- 
panies have gone up the same as for every- 
body else. For example, in the Metropoli- 
tan last year they increased about 4 percent 

. insurance in force in Metropolitan has 


METROPOLITAN STATEMENT 


looks at Life Insurance 


increased about 80 percent since 1939, 
whereas Operating expenses have increased 
only 71 percent.” 


—“‘In 1949, Metropolitan . . . paid $164,- 
000,000 in dividends to policyholders—the 
largest such amount in the Company’s his- 
tory. Dividends payable to policyholders in 

1950 will be somewhat larger in the aggre- 
gate than 1949.” 


—**Dividends would be substantially higher 
were it not for the low interest returns 
which have prevailed throughout the United 
States and Canada. For example, last year 
the net interest earned on Metropolitan 
assets was 3.07 percent, compared with 3.03 
in 1948, and with 5.18 in 1929.” 


Metropolitan’s Annual Report to Policy- 
holders for 1949 will be sent to anyone on 
request. In addition, copies of the film may 
be borrowed for showing by local business, 
civic, or other groups in which Metropolitan 
policyholders are interested. 


OF OBLIGATIONS AND ASSETS...DECEMBER 31, 1949 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York). 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Statutory Policy Reserves . 


This amount, which is determined in emanienie with legal re- 
quirements, together with future premiums and reserve inter- 
est, is necessary to assure payment of all future policy benefits. 
Policy Proceeds and Dividends Left with Company 
Policy proceeds from death claims, matured endowments, and 
other payments, and dividends—left with the Company by 
beneficiaries and policyholders to be returned in future years 


Reserved for Dividends to Policyholders 


. $8,252,239, 531.00 Bonds 
U.S. Cocenmins: 
Canadian Government 
Provincial and Municipal 
531,949,902.00 Railroad Ree 
Public Utility 


ment corporations 
164,260,999.00 


Set aside for payment in 1950 to those policyholders eligible Stocks . 
All but $4,534,643. 85 3 are Preferred « or Guar: sateed 


to receive them. 
Policy Claims Currently Outstanding . 


Claims in process of settlement, and estimated dies that 


have ocurred but have not yet been reported. 
Other Policy Obligations 


Premiums received in advance, reserves for mortality and 
morbidity fluctuations, reserve for continuing the program of 
equalization dividends on weekly premium policies, etc. 


Taxes Accrued . 


Including estimated amount of taxes cometitet in 1950 on 5 ties 
business of 1949 and $10,000,000.00 for Federal Taxes on 1947 


and 1948 income under pending bill. 
Contingency Reserve for Mortgage Loans . 
All Other Obligations 

TOTAL OBLIGATIONS 

SURPLUS FUNDS 

Special Surplus Funds . 
Unassigned Funds (Surplus) 

TOTAL SURPLUS FUNDS 


TOTAL OBLIGATIONS AND SURPLUS FUNDS 


$ 84,252,000.00 
. 474,379,879.03 


35,804,438.43 


64,879,400.04 
Loans on Policies . 


36,825,574.00 
in the aggregate) 


acquired for investment 


Properties for Company use 
Acquired in satisfaction of mortgage in- 
$7.166,352.46 is 


21,000,000.00 
‘ 42,355,959.00 
. $9,149,315,803.47 


debtedness (of which 


Cash and Bank Deposits 


$58,631,879.03 
. $9,707,947,682.50 


Industrial and Miscellaneous: 
Bonds of the Company's ee develop 


Mortgage Loans on Real Estate . 
Mortgage Loans on City Properties 
Mortgage Loans on Farms 


Real Estate (after decrease by vena of $25,000,000.00 


under contract of sale) . 
Premiums, Deferred and in Course of Collection 


TOTAL ASSETS TO MEET OBLIGATIONS 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


~ «  « $7,298,735,485.05 
"$2, 884, 039,974.00 
242,548,827.19 
69,029, 148.93 
492,569,747.96 
. 1,322,222,366.98 
. 2,167,230,348.06 


121,095.071.93 


136,059,753.85 


‘ . .271,067,551.97 
$1,164,238,419.48 
106,829, 132.49 


393,258,765.§2 


Made to policyholders on the security of their policies. 


247,728,331.90 


Housing projects and ae res - estate 


$198,151,779.86 
38, 588,738.97 


35,987.813.07 
150,379,081.15 


137,886.88 3.07 


Accrued Interest, Rents,etc.. . .. .... . 72,831,829.99 


$9,707 ,947,682.50 


NOTE — Assets amounting to $456,197,535.92 are deposited with various public officials under the requirements of law or regulatory authority. In the Annual Statement filed with the 


Massachusetts Insurance Department, Statutory Policy Reserves are $8,252,353,652.00. Policy Claims Currently Outstanding are $35,863,091.43, and All Other Obligations are $42,183,185.00, 
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Gentlemen: 


NAME 


METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 


Please send me a copy of your Annual Report to 
Policyholders for 1949. 
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CITY 


STATE 

















Here are two reasons why 


Northwestern Mutual Agents 
are so well qualified to offer 


Planned Incomes Service’ 











(1) Advertising to the purpose 


Here are excerpts from three Northwestern Mutual 
advertisements. Often in the headlines, always in 
the copy—these advertisements, featuring statements 
by prominent men, point out the advantages of the complete 
program of life insurance. 

They urge also the need for competent advice. 

Proofs are available to agents for mailing to prospects. And 
ask any Northwestern Mutual agent about their effectiveness! 


“ve found the best advice costs nothing 
extra when you buy life insurance” 
by Carl J. Sharp, President, Acme Steel Company 


“Too many men have life insurance instead 
of a life insurance program” 


| by John F. Cuneo, President, The Cuneo Press 


**Let’s not deceive ourselves about 
how much family protection we have” 


by William T. Faricy, President, 
Association of American Railroads 





@ Special Training for the purpose 


No company excels Northwestern in the training of agents. And the 
Planned Incomes programming technique gets special emphasis. 
This service, as offered by Northwestern Mutual Agents, is no “sales 
presentation” conceived and written in a matter of days. It is the 
levelopment of half a ce ... the combi ful, proven 
develop alf a century .. . the combined, thoughtful, p ‘Stitiiiaaiimeaiile 


contribution of many successful Northwestern men over the years. why no company excels 
Northwestern Mutual 


Recently Northwestern agents were provided with a new 
in that happiest of all 


eh - : “on 
authoritative Manual on Planned Incomes. We believe this new business relationships— 
manual, comprehensive and fully indexed as it is, is the ultimate, old customers coming 
. back for more. 


to date, in practical guides on this important subject. 


“THE CAREER COMPANY” 


The NORTHWESTERN MUTUAL Life Insurance aaa 


MILWAUKEE, WISCONSIN 
Established 1857 





